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Ten Seasons Instead of Four 
By J. J. Sensenbrenner 


HE women of today are always 
looking for something new, so 
if they want to buy eight to 
ten pairs of shoes a year, why should 
not the “live wire” merchant of to- 
day be ready to give them something 
new eight or ten times a year? Not 
only do we expect to get a two-pair 
sale of spring shoes between Janu- 
ary and Easter in all of our stores, 
but in some localities farther South 
as much as a three-pair sale before 
Easter. 

Right now, with women buying as 
many as two and three pairs of rub- 
ber footwear or boot types in order 
properly to complete the costumes 
they will wear on wintry days, when 
a year ago an action of this kind 
was never even thought of, does it 
not stand to reason that when the 
nice spring days begin to arrive they 
are going to welcome changes in 
footwear every four to six weeks? 

It is only within the past year 
that the leather man and the 
fabric manufacturer have really 
awakened to the wonderful pos- 
sibilities of developing their 
business by creating something 
new almost every month for 
footwear. The smart merchant 
of today is going to watch these 
creations, ; pick out those which 
are most practical, put them into 
footwear and cash in accord- 
ingly. 

Almost every day I hear or read 
of manufacturers and retail mer- 
chants advising that it is a mistake 
' to bring out new colors too early. 
my opinion, it is wrong to make 


Last November, at the Joint Styles 
Conference, Mr. Sensenbrenner pointed 
out that the style problem included 
geography, as well as lasts, leathers, 
patterns and colors—that some sec- 
tions of the country could well afford 
to have their Spring showings far in 
advance of others. This he now reiter- 
ates-and urges, also, that there be ten 
seasons instead of four—each one 
marking the birth of a new style for 
the pleasure of the public and the en- 
richment of the merchant. 





a general statement of this kind 
when there are so many different 
climates in this country. If, in cer- 
tain sections, weather conditions 
permit bringing out certain types of 
footwear earlier than in others, why 
should the whole country hold back 


and show new shoes at one time? 

In this connection I believe there 
is a little thought that should go 
home to the committee in charge of 
getting out the style forecast in 
booklet form, which is sent to mer- 
chants all over the country. It is 
almost impossible, in my opinion, to 
get out a book of this kind today ad- 
vising the merchants in the proper 
way as to style forecasts without di- 
viding the country into at least four 
sections. 


F course, New England and the 
northern part of the country are 
not ready for the new styles in Janu- 
ary, or even in February, with win- 
try conditions facing them, but a 
good part of the South and, in a 
great many cases, a large section of 
the Central West, have entirely dif- 
ferent conditions to contend with. 
Why should not these sections bring 
the shoe business out of its lethargy 
of winter months and show new 
styles in order to make as many 
sales as possible before Easter? 
Here is the way we are going to 
play the game previous to Easter in 
all our stores, ranging from St. Paul 
on the north to San Antonio on the 
south, Oklahoma City on the west to 
Washington, D. C., in the East, and 
take our usual gamble on weather 
conditions helping us put it over: 
Colored suedes in the beige and 
gray families for January, with only 
a small percentage of gray; combina- 
tions of colored kid and suede in the 
same colors for February; and 
either solid colored kid shoes in the 
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new shades, or with slight 
contrasting trimming, for 
March. 

In this way we are playing 
the color game in the new 
shades for three successive 
months, with each month 
bringing forth a new develop- 
ment, and not giving a chance 
for any of the colors to be- 
come rusty in the minds of 
the public by changing the 
development from month to 
month. 





this country. If, 


“Almost every day,” says Mr. Sensen- 
brenner, “I hear manufacturers or mer- 
chants advising that it is a mistake to 
bring out new colors too early. 
opinion, it is wrong to make a general 
statement of this kind, particularly when 
there are so many different climates in 
in certain sections, 
weather conditions permit bringing out 
certain types of footwear earlier than in 
others, why should the whole country hold 
back and show new shoes at one time?” 


In my 


Leadership in the develop- 
ment of new thoughts. in in- 
dustry must, in 1928, come 
out of the minds of merchants 
who have a keen enthusiasm 
for their businesses and who 
are not embarrassed by ofii- 
cership in associations. Asso- 
ciation work has a habit of 
making its executives admin- 
istrative officers who look to 
the policies of their associa- 
tions and who cannot, there- 
fore, express themselves free- 
ly. They can speak in gen- 











Do not infer from this that 
black shoes are out of the run- 
ning, as, on the contrary, we expect 
50 per cent of our sales in this three- 
month period to be in patent and 
black satin, with patent leading by 
far in the two materials. Practi- 
cally every pattern we are buying in 
colors will be duplicated in blacks, 
and the ‘merchant who overlooks 
blacks is surely going to find his 
stocks badly balanced. 

The calamity howlers will say “If 
colors are going to be played previ- 
ous to Easter what are we going to 
do after Easter?” Get something 
new, of course! 


No one can predict this far 
ahead what it will be, but if 
colors go over big previous to 
Easter, a good guess would be, 
back to blacks for the last of 
April and all of May, mostly in 
sandal effects; and if blacks go 
over big, watch out for one of 
the biggest white seasons we 


have ever had in the latter part 
of May and the months of June 
and July. 


There is always a dark horse in 
the field—what will it be this year? 
Wonder if pastel shades are due for 
a revival? We are feeling the pulse 
of fickle Dame Fashion with a flyer 
on two patterns for our February 
selling in red kid. It is a big gam- 
ble, but we might as well be dead if 
we cannot stay in the swim. 


O merchant can follow the fast, 

furious program as outlined 
above unless he has his business 
thoroughly systematized from a buy- 
ing quota standpoint. In my opinion 
it should be divided into ten buying 
periods a year, and the only way to 
keep your stocks in shape, ready to 
put in “the new” that may develop 
at any time, is not to overload any 
one of these ten buying quotas so 
that it will react on the following 
quota and thereby lose any prestige 
that may have been created by pre- 
viously having set the pace in style. 


eral terms, but what we want 
in 1928 is direct, constructive sug- 
gestions for a great merchandise 
industry to operate upon for profit 
and prestige. 

Early in November, at the Joint 
Styles Conference, Joseph J. Sensen- 
brenner very emphatically pointed 
out that this country had no one 
style problem, but a series of geo- 
graphical style problems. The types 
of lasts and toes east of the Missis- 
sippi and north of Washington were 
emphatically different from the rest 
of the country. He was so vehement 
in his opinion that we remembered 
the subject and held it in mind for 
national presentation in the opening 
issue of 1928. 

The foregoing came in the form of 
a letter from him emphasizing the 
necessity of having styles step north 
according to the sun. The color de- 
mand in the South, where the sun is 
warm, isn’t to be compared with the 
demand for colors in the North, with 
its ice and snow, the same corre- 
sponding week. Each can use color 
in its proper place and time. 

The great error of last year was 
the pastel parchment wave that 
swept the entire country, hitting nine 
out of ten locations out of season. 
It was a merchant-made wave, and 
[CONTINUED ON PAGE 47] 
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Selling More Children’s Shoes 


A Market Analysis Shows Undreamed of Possibilities 
for at Least One Merchant 


shoes, Hank. There’s abso- 

lutely no money in them.” 
One of my best friends and cus- 
tomers told me that a while ago. He 
was in earnest about it, too. He 
was plumb mad at children’s shoes 
and especially at mothers who 
wanted good shoes for next to noth- 
ing. “Why, they come in here from 
some matinée or from an appoint- 
ment at the beauty shoppe and try 
to beat me down on my prices. 
They will spend twenty dollars a 
month on candy and cosmetics, but 
when it comes to buying real shoes 
for their kids they balk.” 

I asked him: “Are all the women 
in this town like that?” 

“Well, maybe not, but most of the 
ones I come into contact with seem 
to be.” 

“How many families are there in 
this town? How many chil- 
dren of school age? How 
many in grammar _ school? 
How many in high school? 
How many in kindergarten?” 

“Gosh, Hank, do you think 
I am a census enumerator or 
something? How am I to 
know all that?” 

“Simply by using what the 
good Lord put into your brain 
pan. By asking the board of 
education for the enrollment 
figures. It cannot be more 
than ten minutes’ walk from 
here to the sources of in- 
formation,” I said. 

My friend riled up a bit at 
this plain talk. He was 
caught in the act of showing 
stupid thinking or utter lack 
of thought, and it peeved him, 
as it peeves everyone, to be 
shown up. But he was a 
good sport and after a min- 


“Tl AM going to cut out children’s 


H-1037 Wants 
H-1038 Wants 
H-1039 Wants 


H-1040: Wants 
H-1041 Wants 


H-1042 Wants 


By HELPFUL HANK 


shoes. It would disclose a market. 
It would indicate a potential busi- 
ness. And I would regard it as a 
mighty good indicator for or 
against success in selling children’s 
shoes. 

“Suppose,” I went on, “there are 
300 kindergartners, 900 grammar 
school kids and 400 high school 
students; that would give you 1600 
young feet to shoe. That’s a pretty 
good market, isn’t it? I reckon you 
have a lot more than that here in 
your little city. Besides that there 
are many country kids attending 
school, are there not? Why not get 
some dope on those? I will bet you 
a dollar to a dime that you are over- 
looking a gold mine right at your 
door. And I'll bet the same that it 


is not the fault of the mothers— 
that is, the majority of them—that 
you want to quit children’s shoes. 

















They Want to Know 


Merchants ask us where to buy shoes and 
other store merchandise. 
list typical inquiries, thus: 


H-1035 Wants experienced chiropodist who can 


properly fit feet. 


H-1036 Wants hunting boot with Zipper attach- 


ment from stock. 

cheap soft sole baby shoes. 
felt house slippers from stock. 
foreign made sandals 
grade. 


shoes for crippled children. 
widths. 


$5 and $6. 


H-1043 Wants leather shoe welting. 
H-1044 Wants packing house boots from stock. 
H-1045 Wants men’s white canvas 


stock. 


In this space we 


of cheap 


men’s house slippers in stock AAA 


growing girls’ novelties to retail 


shoes from 


It is because you think it’s too much 
trouble to sell and fit children’s 
shoes.” 

He admitted that I was partly 
right. He said it was more trouble 
to sell one pair of children’s shoes 
than two pairs of women’s or three 
pairs of men’s. “I can sell a pair 
of women’s shoes at twelve-fifty 
while I am fooling around trying 
to sell one pair of kids’ kicks at five 
or six.” 


UST then two little girls passed 

the door where we were standing 
talking. They were about fifteen 
years old and were the average 
peppy little tikes. 

“Did you sell those little girls 
their shoes?” I asked. “No, I did 
not; they get their shoes from out 
of town somewhere,” he replied. 

“Aha! and so you admit that some 

of your local people go away 

7 for their shoes? Why? Be- 

cause, evidently, they cannot 
get what they want at home, 
or else they have not been told 
that they can get them here. 
Another thing, my dear, old, 
peevish friend, let me ask 
you if you have ever thought 
of this—those two little girls 
will be grown up women be- 
fore you realize it. In just 
five years they will be mar- 
ried. In a few years more 
they will be buying shoes for 
children of their own. If 
you had taken a little trouble 
to win their trade you might 
have established customers 
who would stay by you for 
years to come. There is an 
old saying among cattle men 
—salt the old cow if you want 
to catch the calf. Reverse it 
and apply it to mankind. If 





ute he admitted that he had 
been asleep at the switch. 
“Tf you had all that informa- 
tion what would you do with 
it, if you were so dern 
smart?” he asked. 

“Well, in the first place, all 
that data would give me a 
pretty good line on my 
thances to sell children’s 



















Interested houses may have names on request to 
Information Department, Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


We have occasional inquiries from depart- 
ment stores having space which they desire 
to lease to responsible parties for shoe de- 
partments. Also, we have requests from con- 
cerns which take over such departments. 














you want to win the heart of 
a mother, just praise her 
child. In the shoe business, 
if you please a mother in her 
purchases of children’s shoes 
you have a_ ninety-to-one 
chance of getting her perma- 
nent trade for her own shoes 
and most of her family and 
friends.” 


[CONTINUED ON PAGE 47] 
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Getting More Shoes Sold Right 
Hold Some Shoes 


HE leather situation the world over is in a 

very serious situaton. We took occasion to 
check, by cable, the actual leather conditions in 
England, France, Germany, Australia and the 
Argentine. We wanted to double check on an 
opinion that we have seen grow with gradual 
strength ever since last June—“The world is using 
up its leather and calling for more shoes and for 
leather in all industrial utilities, as well as in many 
new branches of merchandise.” 

There is nothing comparable to it—the world 
is leather hungry. When it had plenty of leather 
it didn’t use it. Now when leather is short it is 
positively amazing the way they are hungering for 
it. That’s one of the economic peculiarities of 
world-wide demand—what they have plenty of 
they don’t care for, but what is scarce they crave. 

And yet, how can we reconcile the fact that 
many other commodities in America are being re- 
duced in price—everything from automobiles to 
safety razors? 

With such a condition, why is there this present 
merchandise panic? Hundreds of stores are re- 
ducing their shoes to prices that have no profit at 
all in them. The blanket reduction scheme is “all 
wet.” Any store that foolishly cuts all of its stock 
right across the board is committing a merchandis- 
ing crime. 

The public doesn’t appreciate these shoes at the 
sacrificed prices. The public today is skeptical of 
all merchandise when it sees $12 values one week 
and the same shoes at $6 the next week. It natur- 
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dous margin in all merchandise. 

Hundreds of people have said, “No longer will | 
be caught with the Christmas enthusiasm for buy- 
ing, when the day after the values are cut in half. 
We will give our presents on New Year’s day, be- 
cause we can give twice as many.” 

What man buys shoes in December when he 
knows he can get them in January one-quarter o(f? 
So much for the theory of clearance. 

But now we are facing a positive period of in- 
creased prices of shoes. The same shoes simply 
cannot be manufactured at old prices. To keep to 
the old prices, inferior qualities must come in, ‘o- 
gether with a great deal of substitutions. Perhaps 
the trade is all wrong anyway in giving the public 
shoes that wear so long—particularly the men’s end 
of the business. 

But what we wish to point out very emphatical- 
ly is this: If you have certain types of shoes that 
are plentiful in sizes, don’t cut those shoes in your 
sale of them to the public. They will cost you so 
much more money to buy that you will regret the 
January cuts when you see the new shoes at the 
new and higher figures. 

There are many shoes that are passing out of 
the style picture on which you have only the odds 
and ends of sizes. On these we recommend sharp 
and drastic cuts, but every person buying them 
should be quietly informed that they are getting a 
wonderful purchase, in view of the increasing 
prices of shoes in the next ninety days. 

Don’t cut all your shoes right across the board— 
be selective. Try to make some profit on every 
pair of shoes that you sell. Shoes are worth more, 
and the public has got to be taught to appreciate 
the values therein. 

The strategy of merchandising in the next sixty 
days will do more to give a healthy tone to business 
in 1928 than any other factor. Millions of new 
shoes will be needed, and the public must be taught 
the new values of these shoes. 

If you can spread out the increases by balancing 
some of the new cost figures with the old, you are 
softening the blow to the public until it becomes 
appreciative of the new and higher levels neces- 
sary. The trade has had this warning for six 
months now, and because of the sluggish business 
has not been able to ask a better price per pair. 

Work in January and February to clear the odds 
and ends, sweeten your stock as you go, get one or 
two extra pairs sold per customer before Easter, 
but make a profit. The public took $100,000,000 
out of the shoe trade’s pocket last year, which 
might have been made if the industry had had a 
little more courage at retail. It can’t take the 
money out in 1928 because it isn’t to be had— 
shoes must carry added costs plus added profits 
per pair in 1928. 
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Shoe Family Spirit 


HE New Year lies before us in sketchy outline, 

advancing into vagueness at many points, fluc- 
tuating in detail and design—but its great oppor- 
tunity grows steadfastly clearer. 

In many respects the shoe and leather industry 
is becoming one community of thought—one eco- 
nomic unit—whose main line of thinking is that 
more efficient and profitable merchandising to the 
public is the only way upon which it is possible for 
every other division of the trade to profit and 
prosper. 

The industry in 1928 may discover that all its 
common interests warrant it to work as a family, 
having broader and more generous impulses 
toward each member of that family, to make pos- 
sible a profit for the whole family. 

No man can go beyond his own knowledge, and 
no general progress can reach beyond contempo- 
rary thought. Some thoughts in merchandising are 
inevitably wasteful and dangerous—they are the 
product of ignorance and traditional practices. 
The dissemination and development of new and 
collectively profitable ideas must come with the 
new year. 


Sell More General Shoes 


F how much common sense value has been the 

theory of a definite shoe for every costume? 
Can it be truthfully 
said that, by and large, 
the country over, wom- 
en have bought shoes 
to match the color of 
their costume? Ask 
any ten women who 
come into your store 
what are the shoes they 
are now wearing. In- 
stinctively they will 
mention two or three 
pairs of shoes that are 


GN 








fer casually to a ward- 
robe of old shoes that 
haven’t been used for 
months, and may never 
be used. 

If women had been 
buying a shoe with a 
dress, this editorial 
would not emphasize 
the necessity of selling, 
day by day, shoes that 
have a general dress ap- 
peal. So many stores 
have gone wild over 4 





unto itself. 





“xX 4 
The ‘Reason Why 


SAXON-CULLUM SHOE COMPANY 
Augusta, Ga. 

The proof that we get a great deal of useful in- 
formation from the Boot anp SHOE RECORDER is 
that we have four Recorders coming to our business. 

Yours very truly, 
(Signed) G. A. SAXON. 
in weekly use and re- * #8 

A shoe manufacturer recently told a representa- 
tive of the Recorder that he didn’t believe any- 
body ever read this publication. 

He might have expressed the opinion that nobody 
ever rode in an automobile. 

Some people just don’t want to believe in facts. 

Mr. Saxon’s statement above is self-sufficient 


Succes Tikes 
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sharpshooting on novelty styles, each one picked 
to fit into some dress niche, that they have over- 
looked the fact that all over this country there are 
millions of women who buy shoes for general wear 
—black to go with several dresses, the browns to 
similarly hit an average of their costumes, and the 
other novelties to cover one or more needs. 

It is obvious that a woman will need more dresses 
at $16.50 and more hose at $1.50 than she will 
footwear in whatever grades her feet best prefer. 
If, therefore, in the next three months, up to Eas- 
ter, more general shoes can be emphasized, more 
sales at regular prices can be encouraged. 

We look for a common sense period in shoe ad- 
vertising—a strong emphasis on shoes themselves 
for this next period, because they are beautiful 
shoes, attractively styled for many purposes and 
very practical. Then, when April comes around, 
the emphasis upon the charm and pretty effects 
makes a stronger selling appeal. But the imme- 
diate necessity is to push shoes for their basic 
style and utility value. 

ok * * 

We have analyzed the distribution of women’s 
shoes by counties, communities and districts cover- 
ing a period of three years, in comparison with 
population, purchasing power, type of outlet and 
living standards. There is nothing the matter 
with the market; the fault lies with the industry. 

For every woman who wears six pairs of shoes 
in a year there are about six women who have but 
one pair in the same 
time. At that, the fact 
that the shoe industry 
made no profit, as a 
whole, last year, is not 
the fault of the market, 
but rests with the in- 
dustry itself. 


* * o 








We are right in the 
midst of the convention 
season. The clans are 
gathering in all parts of 
the country. What a 
wealth of new ideas 
will be propounded for 
the really alert shoe re- 
tailer! But he must be 
alert. 

He must be open- 
minded and on the qui- 
vive to pick up an idea 
here, there and every- 
where. Ideas will be 


* 


President. 


broadcast, but he must 
have his receiving set 
working. 











J 











BOOT AND SHOE RECORDER 


January 7, 1928 


Cooperative Publicity 


Louisville Shoe Merchants Put Across Successful Campaign 
to Make Citizens More Footwear Conscious 


HE shoe merchants of Louis- 

ville, Ky., have just finished a 

two months’ cooperative ad- 
vertising campaign that may well 
be taken as a model by retailers in 
other cities and towns who are on 
sufficiently friendly terms to enable 
them to get together on the big 
proposition of stimulating shoe con- 
sciousness in their own communities. 

The idea of cooperative advertis- 
ing by merchants selling the same 
lines of merchandise is not new. In 
fact, in some lines it has been over- 
done and has lost its potency, but the 
shoe trade, as a whole, has been lax 
in any kind of advertising that 
would tend to stimulate consumer 
interest in the general topic of 
shoes. 

The Louisville merchants did a 
good job, in conjunction with the 
Herald-Post of their city. The cam- 
paign included the publication of a 
series of weekly advertisements 
signed by the Louisville Shoe Deal- 
ers’ Association, together with the 
advertisements of individual mer- 
chants. The Herald-Post also pub- 
lished promotion advertisements in 
its own space. In all the promotion 
ads the slogan “You Are Best Known 
by the Shoes You Wear” was used as 
a headline. One of the promotion 
ads of the newspaper itself and two 
of the dealers’ cooperative ads are 
reproduced at the bottom of this 
page. 

The cooperative advertisements of 
the shoe dealers ran on Mondays, the 
individual store ads usually ran on 
Fridays and th e newspaper pro- 
motion ads also ran on Fridays. 
Results, according 
to individual deal- 
ers, more than jus- 
tified the expendi- 
ture involved. J. 

Ross Hardy, pro- 
motion manager of 
the Herald-Post, 
who has promoted a 
number of coopera- 
tive advertising 
campaigns for his 


the shoe men. 

Some of the copy used in the pro- 
motional ads is well worth quoting. 
Here is one example: 


“Good Shoes and Good Times Go 
Together 

“Parties or ‘club days’ . . . busi- 
ness or school . there are cor- 
rect and incorrect shoes for each 
particular occasion and _ activity. 
And the lack of them may spoil your 
good times and peace of mind. 
Isn’t it true? Appearance counts 
for a lot these days; and good taste 
in dress starts with your feet. Let 
any of the shoe dealers advertising 
in the Herald-Post advise you on 
the three important factors of Style, 
Fit and Comfort when next you buy 
a pair of shoes. When will that be 

. today?” 


Another reads: 


“Silent Spokesmen of Good Taste 

“‘Put your best foot forward,’ 
they tell us when we want to look 
our best, do our best, be successful. 
And this expression might well be 
taken to symbolize the importance 
of the shoes we wear . . . for they 





YOU ARE BEST KNOWN BY THE SHOES YOU WEAR 











on SHOE FACTS 


WHAT a lite we lead our shoes! Pound 

on the pavements . . . scuffle on the 
gravel ... gnp on the hillside .. . slide 
down thé dale. Only good shoes. well fit- 
ted, and styled tor particular occasions. 
will do therr-duty ... and do you credit! 


are silent spokesmen of good taste 
in dress. 

“When next you buy a pair of 
shoes, buy GOOD shoes! Shoes that 
are well fitted and comfortable .. . 
shoes that protect your feet from 
the cold and wet . . . shoes of dis- 
tinction styled for particular occa- 
sions. 

“With the winter months just 
ahead, the whole family probably 
will need more shoes. Make it a 
point to visit one of Louisville’s 
leading shoe dealers this week and 
have him fit you RIGHT.” 


Have Your Salesmen 
Wear Tans 


HE following self-explanatory 
letter has been sent by C. E. 
Petot to the manager of each of his 
stores. Those stores are going to 
cure the black plague or die trying: 
“Tt seems foolish that we should 
try to boost the sale of men’s tan 
shoes and at the same time allow all 
of our salesmen in the stores to wear 
black shoes. Now we are going to 
ask all of you to get your salesmen 
together and get them to wear tan 
shoes. I do not care whether they 
are selling women’s shoes or men’s. 
I want you to see that all of your 
salesmen wear tan shoes while they 
are working in the store. The aver- 
age retailer is going around lament- 
ing the fact that everybody is buy- 
ing black shoes, yet he himself is 
wearing black shoes and his sales- 
men wear them. We are also going 
to ask all of you 

managers to wear 

tan shoes and to get 

your sales force or- 

ganized to sell them. 

If we continue to sell 

75 per cent black 

shoes to men, the 

men’s business will 

drop at least 25 per 

cent within another 

year. Therefore we 





rots “0 want you to get back 

Se Associa OE of this movement, 

and not only wear 

tan shoes but talk 
and sell them.” 
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that the other cam- a 
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For want of a sise, the 
sale was lost. For 
want of a style, no 
sale is lost to the 
skillful salesman who 
switches the mind of 
the customer. Here ts 
Dr. W. J. Roberts 
sizing the foot of 
Miss Mescal at the 
Statler Show. 





HREE outstanding highlights 
| developed this week in the big 
Boston market gathering of 
the shoe trade. First, merchants 
are resigned to the fact that higher 
prices in footwear are positively 
here. Second, the public as yet is 
not prepared to pay higher prices 
and, therefore, every possible econ- 
omy, even to the point of substitu- 
tion of materials and ingredients in 
footwear, is the policy of the mo- 
ment for the majority of stores who 
feel that they must hold to certain 
grades and prices until the public 
becomes forced to pay more money. 
Third, to get the public to buy 
more pairs of shoes, the logic of giv- 
ing it shoes that are in good taste, 
conservative color, and simple de- 











BOOT AND SHOE RECORDER 


sign, is not the policy to pursue in 
cheaper shoes, and that the next 
forward movement in footwear will 
be flashy, jazzed-up shoes in trick 
colors calculated to hit the eye for 
a short time, then to become tire- 
some and to be discarded for another 
pair. 

These three points were very defi- 
nitely indicated by the interest in 
footwear and the buying that opened 
the new year in Boston, Jan. 3, 4 and 
5. These three high points will 
throw their light into the actions of 
other shows and expositions during 
January and February, and will, in 
all probability, influence the trade 
of the country for the next nine 
months. 

With the turn of the year Boston 
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Trade Accepts Higher Prices 


Buying Done on Better Basis at Boston Shows 


brought together many of the chain 
store, volume and department store 
buyers, principally in the grades of 
shoes selling under six dollars, and 
with each operator there was the 
almost immediate necessity of buy- 
ing shoes to satisfy earliest possible 
demand in these grades of shoes. 
There was practically no talk of 
Easter as a selling period. The shoes 
wanted were for February ani 
March selling. 

In the very cheap grades, patent 
leather, dolled up with fancy prints 
and colors, jig-saw patterns, and all 
the gingerbread of 
were in active selection. In_ the 
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slightly better grade shoes, colors 
such as marron glace through to 
honey-beige, the lighter grays, the 
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New pattern lines are appearing in men’s shoes. 
There is an economy feature in smaller cutting 
areas. Modern shoemaking ingenuity develops 
a saving thereby. More style in men’s shoes 
in 1928. These are Boston market selections. 
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high luster leathers, and all of the 
flashy color combinations, were of 
interest and were bought. 

Then in the five and six dollar 
shoes, the designs clear themselves. 
The straps and overlays seem to 
have a purpose and a meaning, and 
good taste grades up in color selec- 
tion. From six dollars and up, in 
retail selling grades, the suedes, 
pastel kids and the medium browns 
were sold in very limited quantities. 
There was a sharp distinction be- 
tween case lot buying for positive 
necessity and the buying of regular 
merchandise at a good price to be 
sold in good stores with good ser- 
vice. 

Many merchants had an oppor- 
tunity to find out at first hand the 
serious situation of the leather mar- 
ket. There was not a line inspected 
that had not increased even its 
cheapest shoes from ten to twenty 
cents a pair. When this is taken 
into consideration the possibility is 
seen of substitutions of cheaper 
materials, scratch soles and every 
item of ingenuity to soften the price 
to the merchant. 


HE week was a week of price ac- 

ceptance, and a little better than 
the average expectation of selling. 
Price acceptance was due to the fact 
that there was a positive necessity, 
there being no surplus supply of ma- 
terial to make possible shoemaking 
in the old grades at the old prices. 
In the cheaper ranges of shoes, the 
percentage of increase is greater, 


surplus stock. 

It was clearly shown during the 
week that style isn’t the outstanding 
problem of the coming year; instead, 
price leads all other problems. The 
change of shoes from good taste to 


| jazzy numbers was for the double 
purpose of utilizing small cutting 


areas, so that skins down to the 
scraps can be used; and also to em- 


Intricate designs and combinations of colors shown dur- 
ing the Boston market week indicate that the cominy 
year’s shoes will be more jassed up than ever. 
thing for flash and display. Note the clever slipper above 
that uses a man’s gold cuff link to hold the two finger 


foxings. Boston market selections. 


phasize the idea of flashy, conspicu- 
ous footwear, salable at first sight, 
and then discarded. 

A new theory of retailing is be- 
ing developed of little short seasons 
filled with flashy shoes, and then 
jumping into the next period. 

Boston this week stepped to the 
front with the peppiest shoe style 
show in years. There was real jazz, 
ginger and sparkle to the Hotel Stat- 
ler show under the management of 
J. G. Brown. From the first lift of 
the curtain to the finale, with two 
hundred people on the stage, the 
presentation was a_ professional 
triumph. 

The centerpiece of interest during 
the week was the Hotel Statler, and 
the attention of everyone present 





Freedom of the Knees in 1928 








Every- 





was held by activity in the exposi- 
tion halls, and some measure of buy- 
ing in the sample rooms throughout 
the hotels. Buying was up to ex- 
pectations, it not being in the cards 
for anybody, anywhere, to buy their 
heads off just under the guns of the 
National convention in Chicago and 
sectional conventions in Atlantic 
City and Dallas, and Easter only 
ninety days away. 


HE runway show and the enter- 

tainment features of the Statler 
show were run off smoothly and on 
time. The entertainment feature of 
each of the three afternoons was 
furnished by the Stetson Snappy 
Entertainers, assisted by the Stet- 
son Shoe (Weymouth Post, No. 79) 
American Legion Band, which won 
signal honors during the Legion con- 
vention at Paris. This consisted of 
a number of high grade song and 
dance acts, well executed, on the 
stage and the runway and which con- 
tinued until late in the afternoon, 
attracting a large audience. 

Following this came an unique 
style show feature but one which 
was. nevertheless entertaining—a 
demonstration of golf shots made by 
George Aulbach, holder of the New 
England professional championship. 

At 7:30 the evening entertain- 
ment began with a concert given by 
Morey Pearl’s famous orchestra, fa- 
miliar to every radio owner. On 
Tuesday evening, the opening night, 
the show was formally opened with 
addresses of welcome by Mayor Mal- 
colm E. Nichols and A. W. Donovan, 
president of the New England Shoe 
and Leather Association. 

The style show, which followed, 
was an unusually well thought out 
program of entertainment and run- 
way revue. The curtain rose on the 
chorus, some forty or fifty girls, 
after which followed clever song and 
dance acts, monologue entertainment 
—sense and nonsense. 

The models who took part in the 
revue were followed by tiny pages 
carrying a placard identifying each 
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model as she paced or danced around 
the 150-foot runway built in the 
shape of a narrow horseshoe, begin- 
ning at the stage and circling the 
ballroom. 

All kinds and descriptions of shoes 
were shown, most of them shoes for 
next spring and summer—light, airy 
creations in the predicted shades. 
Heels were high, 20/8 being the 
average. They were also slender, as 
befits a heel of extreme height. Pre- 
dominant was the Spanish Louis 
type. Narrow toes were seen more 
frequently than round ones. In gen- 
eral, they conformed excellently to 
the predictions emanating from the 
November styles conference in New 
York City. 

Following the first portion of the 
runway revue came a “style recess,” 
filled in with more clever vaudeville 
acts, all of them as high grade as 
one would expect to see in any vau- 
deville theater. The closing num- 
ber of this portion of the show was 
the rendition of a number of songs 
by the Doyle Shoe Serenaders, a 
well drilled male chorus of 35 voices. 

Later, the Serenaders joined with 
the rest of the big company in a 
final burst of song just as the curtain 
dropped on the close of the perform- 
ance. The vaudeville entertainment 





was in charge of “Phil’’ Melhado and 
the style revue was arranged by 
George R. Walsley. 

The opening day of the show saw 
the Statler crowded and the regis- 
tration totaled well over 1000. This 
number increased the second day. 

The real business of the show, 
shoe selling, was carried on in sam- 
ple rooms on the floors immediately 
above the ballroom or mezzanine 
floor. The ballroom itself needed no 
decoration of an elaborate kind to 
make it easy to look at, as its own 
decorations, built in by the cleverest 
of interior decorators and mural 
artists, are all that could be desired. 


HOES were shown in tiny booths, 

just large enough for about a 
dozen samples each, arranged in 
aisles down the middle of the ball- 
room floor. 

Larger booths had been erected 
beneath the balcony. These booths 
also contained placards directing at- 
tention to the sample rooms occu- 
pied by the manufacturers. As a 
further aid to the buyer, the Hotel 
Statler, in its elevator lobby, had 
installed a huge directory bearing 
the name and room number of all 
exhibitors, some 10 in all. If on 
the main or lobby floor of the hotel, 
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the buyer needed only to consult the 
board on that floor. If on the mez. 
zanine floor, he could obtain the 
same information from the placards 
in the booths. 

At a noonday luncheon meeting, 
held Wednesday and presided over 
by Irving B. Howe, vice-president of 
the N.S. R. A., short addresses were 
made by a number of trade leaders, 
Ernest A. Burrill, in charge of the 
Ways and Means Committee nom- 
inated by the trade to raise a $4. 
000,000 campaign fund with which 
to stimulate the buying of men’s 
shoes, described the work of the com- 
mittee and outlined the educationa] 
work which will be undertaken. 

A. H. Lockwood, editor of the Shoe 
and Leather Reporter, traced the 
causes for the present higher prices 
of leather and showed conclusively 
why such an increase must be. 

“This upward price movement,” 
he said, “is natural, inevitable and 
beyond the control of anyone.” 

A brief address on the elimination 
of waste in industry was made by 
Andrew Jensen, Jr., industrial con- 
sultant; and the meeting closed with 
an address by Jesse Adler of New 
York, who gave some more thoughts 
on the subject of shoe shame among 
the masculine half of the country. 


The Copley-Plaza Style Show 


“PICHE Spirit of Youth,” in mar- 

ron glace kid, suede, and luster 
leathers; in plaza gray, and its 
lighter shades; in honey-beige, and 
many black patent leathers, paraded 
the Copley-Plaza Hotel runway on 
the evenings of Jan. 3-5, under the 
stage direction of Madame Hamilton 
Jeffries. There were introduced 
straps, pumps, ties, and “tricky” pat- 
terns, with contrasting toe caps, with 
slightly higher quarters, high heels 
and low heels; in sports and in style 
comforts. 

Madame Jeffries selected the cos- 
tumes of the models by their color 
contrasts. One of the exhibitors 
presented a trio of young girls, one 
wearing a white, one wearing a red 
and the other wearing a blue silk 
gown, with patent leather shoes 
flashing forth from their heels red, 
white and blue lights, and vamps 
ornamented with the name of the 


concern. 

Among the unique features in 
shoes were a marron glace pump 
with “old-fashioned cuff-link” fas- 
tenings, two “leaves” on the vamp 
being held together by the diminu- 
tive chains and knobs of the orna- 





With so much 
variety im 
footwear, re- 
member there 
is always a 
place for the 
simple black 
pump, 


mental closing device at the throat. 
Chocolate leather trims, and tan and 
gold underlays were often intro- 
duced on tan calf. Grosgrain ribbon 


ties, the new note in ankle decora- 
tion, appeared on pale green kid, 
high-heeled evening shoes, as well 
as on patent leather semi-dress 
models with more moderate heels. 
Buckles, ornaments and rhinestone 
heels sparkled. Sport soles and ga- 
loshes, as well as attractive cartons 
and shoe forms and the latest ideas 
of the pattern makers, emphasized 
the advanced ideas in materials, de- 
signs and tones. 


HERE were alligator shoes and 
black satin shoes; there were 
shoes of dark blue kid combined with 
light gray printed leathers; there 
was Toya cloth in combination with 
suede and kid. Many light gray 
suedes were noted. The children’s 
models emphasized the popularity of 
black patent, as well as sport pat- 
terns. A little blond garbed in 
white taffeta silk with a dash of red 
wore parchment oxfords with plaid 
leather trim and white sport soles, 
also carrying a decorative motif in 
red. 
The “swagger” of the high bov, 
with tri-way cuff adjustment, wa 
featured. A pair of dark blue kid 
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Gray suede step-in, gore 
controlled, with cut-steel 
beads, beaded front shield. 
A Boston market selection. 





Black suede with silver edg- 
ing ts avery fashionable 
evening shoe, and here we 
see it with a new foxing line. 
A Boston market selection. 


pumps were ornamented at the 
throat with a gray leather bow. The 
new India prints in silk gowns, with 
their multi-tones of tans, golds and 
reds or other rich shadings, were 
featured with shoes in all of the 
shades of tan, honey-beiges, parch- 
ments, whites, grays, blacks, browns 
and dark blues. The idea was to 
illustrate to the buyer that these gay 
prints, which promise to be so popu- 
lar for the spring and summer of 
1928, may be worn with practically 
any shades of “shoeing.” “Some- 
thing different for feminine feet” 
was also noted in light gray bro- 
caded satin one-straps and hosiery 
to match. 


What Buyers Had to Say 


Jesse Adler, one of the foremost 
men’s shoe style experts of Ameri- 
ca, was a visitor to the Sixth An- 
nual Boston Shoe Style Show, held 
at the Hotel Statler, during the days 
of Jan. 3-5, and stated that one of 
the outstanding questions before 
the industry today is—“What to do 
regarding increased prices of shoe 
materials? 

“It is difficult for a retail shoe 
merchant to raise his prices, and 
it is impossible to cheapen quality 
and increase one’s volume, or even 
keep the same volume,” said Mr. 
Adler. “Six dollars buys less on 
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The old bicycle bal toe effect 
has been brought into women’s 
shoes and made a new, smart 


line. This patent leather num- 
ber has a printed grain upper. 
A Boston market selection. 


today’s market than they bought a 
year ago, and with the close mar- 
gin of profit that the stores 
throughout the country have been 
taking it would be impossible for 
them to pay even 1 per cent more 
and end the year with a profit. 
There may be a way out by finding 
some short-cuts in the manufactur- 
ing or the selling of footwear, to 
keep prices down from the factory 
standpoint; or there may be ways 
for the retail shoe merchant to save 
on his overhead. 

“One of the retail shoe merchants 
told me the other day that he had 
been ‘absorbing’ the increase up to 
the present time. He explained 
that he had paid 15 cents more for 
his shoes and sold them at the 
same price. I replied that he had 
been losing this extra money paid 
for his shoes, and when he said 








The practical sport wear 
new idea abroad and here 
is perforation for ventila- 
tion and design. A woman's 
gold shoe of smoked horse 
and buck. A Boston market 
selection. 





With an insert of basket- 


weave fiber, this novelty 
high throat pumb was one 
of the patent leather hits of 
the show. A Boston market 
selection. 


‘absorbing’ he should have said 
that he was standing this loss and 
taking it out of his profit. 

* * * 

William L. Weiss, buyer for Gil- 
christ’s shoe department, Boston, 
said: “I shall grade up, gradually, 
so that my $5 minimum-priced shoe 
will be a $6.75 seller. I shall not 
attempt to compete with stores spe- 
cializing on a $5 and $6 shoe. I 
shall concentrate on fewer manu- 
facturers’ lines, but will not sacri- 
fice on the number of styles. ‘In- 
dividuality’ will be our slogan.” 

* * * 

The proprietor of Brown’s Wom- 
en’s Shop, Rutland, Vt., said: “I 
am mighty glad to see shoe prices 
stiffen. Quality business is going 
to be better when folks realize that 
the lowest quotations on shoes have 
long since been reached. The best 
selling prices in both women’s and 
men’s shoes today is from $7 to 
$8. I have merchandised footwear 
for the past thirty-three years and 
during the last three or four years 
have added many specialties for the 
ladies. A merchant who carries 
nothing but women’s shoes does not 
know anything about the ‘sweet 

[CONTINUED ON PAGE 34] 


Three typical juvenile shoes for little Miss 
America, illustrating the new jassed-up 


shoes for 1928. Boston market selections. 
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A Revolution In Window Display 
Study Display Creation in the Modern Manner 


O one outward symbol of 
N change in presentation of 
merchandise to the public is 
of more importance than the revo- 
lution that has happened, and is 
happening, in shoe store windows. 
Gone are the days when common 
crepe paper, festooned in roses, or 
lattice effects for backgrounds, can 
be considered to be effective displays. 
Even the smallest shop in the small- 
est community has an equal oppor- 
tunity in the new scheme of things. 
Today a clever brain in a small 
shoe store can do wonders. Who- 
ever trims the window can take a 
jig saw and cut out from wallboard 
an immense variety of designs—in 
the modern manner. The displays 
here presented illustrate what has 
been done in the windows of The 
Bootery, Los Angeles, by Charles D. 
Selby. 
A similar effect can be obtained 


for any window anywhere by cut-out 
wallboard, the application of silver 
paint or paper, the use of glistening 
powder over a sticky paste. When 
it comes to footwear, the store in 
the little town has just as much to 
present, and can make the display 
just as effective. 

Study the movie theaters in their 
effective window display of the new 
pictures. The screens and scenes in 
the lobbies of modern movie theaters 
are the most wonderful eye catchers 
—oftentimes far more effective than 


~ 





the photographic scene out of pic- 
tures formerly used for display. In 
the Capitol Theater of New York 
much money is spent for the elabo- 
rate screens and panels made out of 
cut-out wallboard, cut-out letters, 
metallic paints and brilliant light- 
ing. The cost per unit is not great, 
but the effectiveness of the window 
dressing is tremendous. 

No one article of wearing apparel 
permits of so much utility in these 
backgrounds as does the shoe. When 
you have dresses, scarfs, hats, and 
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all sorts of wearing apparel to fea- 
ture in a window, it is impossible to 
get the tie-up between the back- 
ground, or central setting, and the 
article that is to be exploited. But 
shoes themselves are so small in 
ratio to the area of the window that 
it is possible to do wonders in win- 
dow design to emphasize the beauty 
of the shoes. 

The simple folding screen, painted 
week by week, with a different set- 
ting, is one of the most useful items 
in this new composition of windows. 
We have seen one screen change in 
the period of a month from a Chi- 
nese setting to a futurist design, 
then mermaids, and finally snow and 
skating. The art work, as such, was 
not the elaborate creation of an 
artist employed just for that pur- 
pose. Instead, it was a good picture 
taken out of a book, ruled off in 
squares, and transferred to the 
screen, eliminating all the fussy de- 
tails of the picture but taking its 
big scenic idea and simplifying it 
by solid colors in crayon or water 
color. 

We emphasize again and again 
the necessity in 1928 of a revolution 
in window displays, a use of this 
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new and modern school of impres- 
sionistic design, and an emphasis on 
different types of shoes by concen- 
trating the eye on some one center- 
piece in the window, rather than con- 
tinuing the old idea of having the 
window a dump for one of every 
kind of shoes carried in the store. 
These new window displays are go- 
ing to do this thing also—limit the 
number of shoes presented, and 
thereby concentrate the eye of the 
public on fewer styles and types for 
their needs. 

The window, therefore, can be 
called of great importance in the 
simplification of the number of 
styles in 1928. Our compliments to 
Charles D. Selby, display manager 
for seven Los Angeles stores of The 
Bootery. 

The flooring in these windows is 
of black felt, backgrounds in silver 
cloth and paint edged in red, and the 
window place cards, “Interpreting 
the Mode of Tomorrow—The Boot- 
ery,” and “There Is a New Spirit 
Abroad Best Expressed in Bootwear 
of The Bootery,” indicates a well 
thought-out scheme of window dis- 
play carrying out to a very success- 
ful conclusion the appeal to the eye. 
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Shoes and Hosiery—Now Luggage 


European Merchandising Idea Adopted by Newly 
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Opened Peacock Shop in Chicago 





N idea in merchan- 
dising that is 
new in this coun- 


try, but followed by the 
smartest shops on the 
Continent, is sponsored 
by the new Peacock 
Shop in. Chicago. This 
idea is called the En- 
semble Plan of Dress, 
and is applied to Pea- 
cock shoes, hosiery and 
luggage in this shop. 
The hosiery and lug- 
gage exhibited have 
been dyed and manufac- 
tured to match the Pea- 
cock shoes (made by the 
Boyd-Welsh” Shoe Co.) 
in harmony of tone and 
design. This offers a 
great service to the smart woman. 
It will not be necessary for her to 
shop all over town to secure shoes, 
hosiery, luggage and accessories to 
match her frock and hat. In this 
shop she is able to get true harmony 
in things designed together, the 
coloring of which is coordinated be- 
fore dyeing and manufacturing. 
The shop itself is truly a thing of 
wonder and a credit to State Street. 
It is made up of two salons: the ex- 
hibiting salon at street level, and 
the main fitting salon at ground 
level. These two salons represent a 
total of ten thousand square feet of 
floor space. The exhibiting salon 
has its main entrance on State 
Street, with another entrance from 


When approach- 
ing the State 
Street entrance 
one sees three 
separate and 
distinctive show 
windows 
grouped about 
an unusually 
attractive vesti- 
bule 


The Exhibit 
Salon has two 
entrances — one 
from State 
Street and one 
from the Palmer 
House Arcade. 
From this salon 
one descends a 
broad flight of 
statrs to the 
main fitting 
salon 





the Palmer House Arcade, that ex- 
tends from State Street to Wabash 
Avenue. When approaching the 
State Street entrance of the Peacock 
Shop one sees three separate and 
distinctive show windows grouped 
about a most attractive vestibule that 
is crowned by a very unique electric 
lamp. There are also about seventy 
feet of display windows extending 
from State Street entrance down the 
Palmer House Arcade. Upon enter- 
ing the exhibiting salon, one feels 
as though one was immediately 
transferred to an exceedingly smart 
shop on the Rue de la Paix. The 
interior is completely fitted out in 
Louis XV period design. The pre- 
dominating color tones are cream 
and mulberry, with a 
beautiful carpet of two- 
tone rose, beige and 
very dark maroon. In 
this salon the newest 
and daintiest of Peacock 
shoes are exhibited. It 
also contains one of the 
hosiery departments. 

A heavily carpeted 
winding staircase leads 
one down to the main 
fitting salon; this de- 
scent may also be made 
in an elevator manned 
by an operator in at- 
tractive livery. The 
main fitting salon rep- 
resents the last word in 
a large, attractive mart. 
[CONTIONED ON PAGE 47 | 
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New Fontius Foot Friend Shop in Denver, Colorado 


Getting News Into The Paper 


Publicity Which You Can Get Free 


EWSPAPERS are always 
Ne to cooperate with the 
merchants of their town in 

the publication of news which is 
news. One of the best examples of 
this is seen in the free publicity 
which was given the opening of the 
Fontius Foot Friend Shop in Denver. 
Coincident with the opening of 
the store, a Cinderella foot contest 
was evolved and put over by Harper 
F. Lamb, store manager. Another 


Some 


feature of the opening was the pres- 
ence of Dr. John Martin Hiss, noted 
foot specialist, whose services were 
loaned for the occasion by the Lape 
& Adler Co. of Columbus, Ohio. 


LL this made real news which 
the newspapers of Denver read- 

ily accepted as such and to which, as 
will be noted by the reproductions 
at the bottom of this page, they de- 
voted much space. There were pho- 


of the free publicity received by the Fontius 


Foot Friend Shop 


tographs of the legs and feet of the 
Cinderella contest winner. Dr. 
Hiss’s photograph was reproduced 
also, and a well told newspaper story 
made it clear that he would conduct 
a two-day free foot clinic for men, 
women and children. This clinic, by 
the way, was not held in the store, 
but in the offices of the Denver 
Clinical Group in one of the city’s 
big office buildings. 


NOTED SURGEON TO 
CONDUCT FREE.FOOT 








DR JOHN MARTIN His. 


Because Amerina known aff shout 


country wl cumdect @ free foot elinic: 
Monday and Tuesday in the offiess of 
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HE New England Shoe and Leather Asso- 
ciation celebrated the New Year by releas- 
ing to the newspapers of the country a concise 
statement showing what effect increased leather 
prices will have on the cost of shoes at retail. 
This was given to various news distributing 
agencies and should be of real value in pre- 
paring the public, thus making easier the task 
of the retail merchant. The statement follows: 

“In view of the phenomenal and continuing 
increase in raw stock and leather prices 
throughout the world, the New England Shoe 
and Leather Association, for the information 
of the general public, has issued the following 
official statement: 

“The New England Shoe and Leather Asso- 
ciation has been investigating the causes of the 
sensational world-wide rise in prices of hides, 
skins and leather, and finds that this has re- 
sulted from a falling off in the general supply 
of hides and calfskins, accompanied by a simul- 
taneous increase in demand in Europe and in 
other countries where the production of shoes 
and leather goods is an important industry. 

“In consequence of this unusual situation in 
the raw stock markets, prices of leather enter- 


ing into the manufacture of shoes have in- 
creased during the past twelve months approxi- 
mately 35 per cent in value. 

“The association has been unable to find that 
there has been any noticeable speculation in 
either raw stocks or leather, and believes that 
the present situation unquestionably is the re- 
sult of economic causes alone. 

“Just how long this situation will continue 
it is impossible to predict, but in the face of 
these largely augmented leather prices, manu- 
facturers will find it necessary to get an ad- 
vance commensurate with the advance in raw 
materials, and it would appear that retailers 
throughout the United.States would have to get 
a corresponding advance. 

“We are anticipating a reasonable volume of 
business for the coming six months, but if, for 
any reason, the demand should be greater than 
normal, there would undoubtedly develop a se- 
rious situation in the leather market. s 

“Recent reports seem to indicate that the 
purchasing power would be greater the coming 
six months, due to an improvement in the agri- 
cultural situation, which in recent years has 
been depressed.” 














What Buyers Had to Say 


[CONTINUED FROM PAGE 29] 


end’ of the business. There is al- 
most no limit to the number of ‘ac- 
cessory’ lines that a merchant sell- 
ing women’s shoes may carry.” 

* * * 

D. E. Wilkes, shoe buyer for Ker- 
rison Dry Goods Co., Charleston, 
S. C., said: “The public of Charles- 
ton is more interested in style than 
prices. There is more money per 
capita in my city than in any other 
city in the United States. I have 
instructed my salesmen to explain 
to anyone objecting to higher prices 
which I may be obliged to charge 
that there is a scarcity of hides; 
that our grazing grounds are grow- 
ing smaller; I tell my salesmen to 
explain to my customers about the 
different grades of leathers. 


* * * 
C. E. Ruggles, shoe buyer at 
Shepard’s, Boston, said: “My 


thought as a help to a greater shoe 
distribution at a fair profit, is to 
sell dark colored shoes now, and to 
keep the light shades out of the 
store windows and inside cases. 
There should be no talk about the 
light colors until we go out after 
the Easter trade. 
* * * 

F. W. Johnson, who sells women’s 
and children’s shoes at retail in 
Brockton, Mass., and also travels 


the South for the Excelsior Shoe 
Co., believes that the neighborhood 
store is the solution of a greater 
and more profitable distribution of 
women’s and children’s shoes for 
1928. He said that his reason for 
this is the crowded condition of 
big cities with their limited park- 
ing-for-cars’ facilities. 

* * * 


William Reynolds, Jr., the buckle 
manufacturer of Providence, R. L., 
stated: “I believe that the in- 
creased sale of shoe ornaments for 
1928, which will be brought about 
by the continued vogue of short 
skirts, and the desire of pretty 
women for the beautiful in foot- 
wear, will sell more pairs at a bet- 
ter profit for the merchant:” 

* * * 


R. L. Upton, buyer for Gillett- 
Upton, Inc., women’s shoes, Boston, 
said that he believed that $7.50 
is a minimum price on which the 
retail shoe merchant could make a 
fair profit and give the public ‘a 
good shoe. Instead of so many in 
the industry competing on a $5 and 
$6-at-retail seller, the progressive 
merchant should establish his low- 
est price at $7.50 and grade up 
from that point. 


* * * 


Walter Preston Field of Field 
Bros., North Middleboro, Mass., 
said: “Our outlook for early spring 
business is most favorable. We 


have greatly increased our capacity | 
at our new plant and the orders we | 
have received from the large chain | 
and department stores are most 

gratifying. I have no use for pes-| 
simists, and I am thoroughly sold 
on New England. The fact that 
one of the big houses in the textile 
industry has turned $500,000 in red 
ink into a million dollars of black} 
ink, indicates that New England is 
facing a prosperous period. 

* * * 

Hector E. Lynch, Jr., treasurer 
of Howard & Foster Co., Brockton, 
Mass., said: “I am thoroughly sold 
on the New England shoe industry 
for 1928 and on Brockton in par: 
ticular.” 

* * * 

E. C. Mueller, in charge of sales 
at the Little Falls Tannery of the 
Barnet Leather Co., said: “‘I can- 





not see any possible chance fo 
calf leather prices to recede in sik 
months. The shortage of calf over 
the entire world is very acute. We 
have covered the world’s market! 
and see no relief in sight. If mar- 
ufacturers would send in their or 
ders earlier it would surely hel 
the situation.” 
* * * 

Dean Munsey, treasurer of Tht 

Burdett Shoe Co., of Lynn, Mass. 


said: “We look forward to one 0!’ _ fii 


the best years in our history, wiley 
the thought of quality uppermost !! 
mind.” 
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j; Place your first order on dis- 
4 a 3 play as soon as received, and 

‘ size in frequently on a regu- 
lar schedule. We suggest 


7 once every week. 


jood Slipper 
ths~ ahead of You. / 


HEN the Daniel Green salesman arrives to show you the 

new 1928 line, you will find him enthusiastic—and rightly 
so. Never before has the Daniel Green line presented such a wide 
range of appeal. 


But this year he has something in his mind besides taking your 
order. He wants to-help you to plan for Daniel Green profits— 
good, healthy profits—every month of 1928, instead of just a few 
months in the fall. 


Most shoe merchants have now got rid of that old idea of Daniel 
Green Comfys being a “seasonable” item. Of course, the enlarge- 
ment of the line has had much to do with this change. Style has 
no season, and the style note in the 1928 Daniel Green line fairly 
shouts, “Don’t wait—buy me now!” 

Read the three short paragraphs in the chart above. They con- 
tain the meat of the Daniel Green policy that is helping shoe mer- 
chants sell from two to eight times as many Daniel Green slippers 
as they sold before. Meet the Daniel Green salesman on this new 
platform, and note how the line itself fits the policy. If you want 
quicker action, write us. You'll find us ready to help. 





“Vv 


DANIEL GREEN FELT SHOE CO. 
General Offices 


DOLGEVILLE NEW YORK 
Sales Offices: 

10 East 43rd St., 10 High Street, 29 E. Madison &t., 

New York City Boston, Mass. Chicago, IIL 


Daniel Green 
S pthi Comfy Slippers 


AM Nev A 
VN 
~ 
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‘ . tinguished Oxford which combines two 


“Tar pa of che lovely shoe lead 


“ : on.this page come well within $40. ” 


The two models sketched above are 


2 for street wear. One is 4 new tailored 


gree: which introduces. a broad strap 
isa dis. 





leathers and features the wavy side line. 

For the afternoon the season. divides . 
its approval between patent leather and 
kidskin in honey-beige, ‘matron ‘glace, , 


"vose-blushandthovoftergrays. Inthetwo- 


tone tic shown below new smartness has 
been achieved by bringing the tracery 
and lace high on the ankle. ‘The slim 
patent leather pump is another advocate 
of the acute side dip and: must by all 


your city, at $7.50, $8.50, $10, 812.50; 


some are as low as $6—and all of them 
are good to look at and a joy to wear. 


THOMAS G, PLANT COREGRATION~BOSTON 


means join this spring’s shoe wardrobe. »« 


Shoes such as are here sketched: and 


others equally smart are now -heing “Ye 
shown by th the Qe Realiey dealer in 


1928 








Januar 


T 























1928 





January 7, 1928 


THE NEW QUEEN QUALITY 
| NATIONAL ADVERTISING 
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with a message of value to every 
shoe merchant—a message of 
interest to every woman 


"hes new Queen Quality advertising is in the 
modern spirit. It is the advertising of a concern 
doing a modern shoe business in the quick think- 
ing, fast moving manner of 1928 and beyond. 


Here is advertising as fashionable as the new 
Queen Quality shoes, and as sound as the merchan- 
dising ideas that are carrying Queen Quality to 
success — now, as you read this. 


The Shoe Wardrobe Idea! The multiple sale idea 
—the sell-more-pairs-at-one-sitting idea. But 
presented to women in a fashionable manner, 
interesting, vivid, believable. 


And just as in another day and age a single pair 
of Queen Quality shoes represented the best value 
for the money, so today, thanks to the big volume 
her famous name gives, to splendid team work, to 
the right styles, Queen Quality offers a wardrobe 


dean 


of shoes at a price that is the best value of its 
time, too. 


In featuring shoes at $6.50, $7.50, $8.50 to 
$12.50—an average of $8, Queen Quality acts on 
the cold facts that prove the average American 
woman can and does pay $8 per pair for her 
shoes. Every successful merchant is trading his 
business up. 


And so today Queen Quality offers to the re- 
tailer who carries the franchise intelligent leader- 
ship, the help of national advertising, the services 
of three big in-stock stations, speedy deliveries, a 
wide line of well-styled numbers to choose from 
and, above all else, an unparalleled opportunity in 
the shoe business today to cash in on the “profit” 
market—the heart of the volume business— the 


$6.50 to $12.50 field. 





Stell 


The Meurice— A new style 
with distinct sales possibilities. 


TheGeneva—Fitsin a balanced mercha nt. 


showing of popular priced models. 


WE REPEAT 


Topay, as you read this the 
Queen Quality proposition repre- 
sents one of the best opportu- 
nities ever offered to the alert 


+ 








The Bellaire —Ax assured type 
to contribute increased volume. 





The Eustis—A favorite style— 
ready for quick turnover. 


+ 





125 Duane Street 





In-Stock Headquarters 


BOSTON 


59 Forsyth St., S. W. 
ATLANTA 
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Style with the back- 

- ground of the Hub 
Gore trade mark re- 
presents to the fem- 








inine customer all 
that is elite in foot 
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HUB GORE MAKERS 
Branch of EVERLASTIK, Zne. 


CHELSEA, MASS 
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Who’s Who on the Road 






“Greater Trade Co-operation Through Increased N. S. T. A. 
Membership” Is Chicago “ Meet’s” Slogan 


HE Seventeenth Annual Conven- 

tion of the National Shoe Travel- 

ers’ Association opened today, 
Jan. 7, at “The Stevens” when Presi- 
dent Charles W. Morrill called to order 
the Board of 
Governors, com- 
prised of the 
presidents of the 
various local as- 
sociations. The 
meetings of the 
members of the 
association fol- 
lowing the 
“meet” Gover- 
nors will be held 
at such times 
during the days 
of Jan. 7-9, as 
will best enable 
the traveling 
salesmen to con- 
duct the affairs of their organization 
without interfering with the individual 
responsibilities of the salesmen, most 
of whom are in Chicago to attend the 
needs of their trade during the N. S. 
R. A. convention. A cordial invitation 
is extended to non-members to be pres- 
ent at the open N. S. T. A. sessions 
that they may gain first hand informa- 
tion concerning N. S. T. A. work, con- 
tributing much to the welfare of the 
traveling shoe fraternity as a whole. 





Frank B. King 
InN. S. R. A. Receiving 


Line 





HE men who constitute the contact 

points between manufacturers and 
retail merchants come to the 1928 con- 
vention with greater encouragement 
.than for a number of years past, and 
enthusiastic over the big achievements 
of the 1927 administration, under 
Charles W. Morrill of Boston. These 
achievements include: the substantial 
co-operation and recognition accorded 
to the N. S. T. A., as an association, 
and to its individual members; an in- 
crease in membership; the development 
of the N. S. T. A. group insurance 
feature; the increase in treasury re- 
ceipts. The majority of the N. S. T. 
A. members will stay on after the clos- 
ing of their convention, to “listen in” 
at the noon-day sessions of the N. S. 

A., of Jan. 9- 
12, to which the 
travelers have 
been invited. 


HIS is the 
first year that 
the retail mer- 
chants and trav- 
elers have joined 
in one big ban- 





quet. It will be 
held in the Grand 
Ball Room of 


“The Stevens” on 
the evening of 
Wednesday, Jan. 


Chas. W. Evans 
In N.S. R.A, Receiving 
Line 


By HELEN M. HANEY 


11, at 6:30 p. m. A score of ta- 
bles have been set aside for the use 
of the men who sell the retail mer- 
chants their shoes. Tickets are $5 
apiece and can be secured from Charles 
Heilbrun, secretary of the Chicago 
Shoe Travelers’ Association. This one- 
joint-banquet idea, at which all 
branches of the trade will rub elbows, 
smile, laugh, sing, talk, and listen, as 
one happy family, will help to cement 
the friendly spirit which is now one of 





FOR GREATER TRADE CO- 
OPERATION 


By Dave Davis, Treasurer 








Dave Davis 
On N. R. S. A. Reception Committee 


Chicago.—As I write this, I am in the 
midst of the N. S. T. A. Chicago Conven- 
tion for 1928. The outstanding thought 
in my mind from the many discussions, 
both at the meeting of the Board of Cov- 
ernors, and at the regular sessions, is 
“Greater Trade Cooperation Through 
Greater and Stronger Organization.”” The 
National Shoe Travelers’ Association is 
entering on its seventeenth year of work 
for its members and for the industry as 
a whole, in a better position as to mem- 
bership and recognition by the allied 
trades than has ever before been attained. 
We must continue our efforts in this direc- 
tion. One of the very best ways to prove 
that we have the welfare of the trade at 
heart is to join the ranks of the National 
Shoe Travelers’ Association. 








$1,125,000 Insurance Written 


In these busy days, a man is identified 
more quickly as a progressive, if he be- 
longs to the association which represents 
his “craft.”” If he is a shoe traveler, he 
is regarded as an “outsider” if he does 
not belong to the N. S. T. A. or to some 
local of the N. S. T. A.; or, provided no 
local exists in his section, he can at any 
time join the ranks of the National by 
writing to headquarters, 183 Essex St., 
Boston. The N. S. T. A. group insurance 
feature, alone, through its helpful and 
fraternal functioning is invaluable. Dur- 





ing the last year, $13,000 has been paid 
to beneficiaries, and at the present time 
over $1,125,000 of N. S. T. A. group in- 
surance has been written and all of this 
large sum is carried by the individual 
policy holders at a cost approximating but 
five cents a day. Once more, may I stress 
the keynote of the N. S. T. A.’s 17th 
annual convention—*“Creater Trade Co- 
operation Through Increased N. S. T. A. 
Membership”? 











the pleasing characteristics of the al- 
lied industry. 





S. T. A. officers and members will 
ebe prominent on the reception 
committee. A special committee from 
the Chicago Shoe Travelers’ Associa- 
tion, appointed by President Sam G, 
Solomon have worked diligently in 
carrying through the joint banquet 
plans and the reception of visitors and 
delegates, as well as serving at the reg- 
istration booth. The following are 
members of this 
committee: Sam 
Solomon, _ presi- 
dent of the Chi- 
cago Shoe Trav- 
elers’ Associa- 
tion; Dave Davis, 
Harry Strandha- 
gen, Frank B. 
King, Charles W. 
Evans, Simon 
Ruwitch and 
Charles L. Heil- 
brun. 








Simon Ruwitch 


HE’ Chicago 

Travelers, and 
N. S. T. A. are 
also prominent at the information 
booth in the exhibition hall of the Ste- 
vens Hotel, with some one in charge 
at practically all hours of the day and 
night. Secretary Thomas A. Delany, 
in addition to his many other conven- 
tion activities, is rendering valuable 
assistance at the Railroad Ticket Vali- 
dation Booth at the Hotel Stevens. 


In N.S. R. A. Receiving 
Line 





S. T. A. members are finding no 

¢ trouble in being identified, or in 
identifying their “brother” members, 
by means of the new identification 
disks with key chains, which some 
weeks ago were mailed from N. S. T. 
A. Boston headquarters to every mem- 
ber. As the N. S. T. A. includes in its 
membership, on account of the N. S. 
T. A. group insurance features, many 
members of the industry who are not 
shoe travelers, these “badges” of iden- 
tification have 
been the means of 
forming many 
more new ac- 
quaintances. 
These identifica- 
tion disks are the 
subject of much 
favorable com- 
ment, as they 
help their wear- 
ers to be better 
known at hotels, 
in cashing checks, 





in introductions 

to fellow. sales- dciinn iti 
artes . e ran 

men and at ga- In N.S. R.A. Receiv- 

rages. ing Line 
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E. GERRISH, 
¢ known to the 
trade as “Pink” 
Gerrish, from the 
fact that he almost 
always wears a 
flower by that name 
on the lapel of his 
coat, recently start- 
ed out to sell a 
three-fold proposi- 
tion. He will cover 
New England, New 
York State and 
Pennsylvania, and 
began to call on the 
trade right after the Boston Shoe Style 
Show at the Copley Plaza, Jan. 3-5. 
“Pink” Gerrish sells the Groveland 
Shoe Co.’s line of “one-man-turn” 
shoes; the Hilliard Shoe Co.’s line of 
turns in slightly lower grade than that 
of Groveland’s, and the McKay-sewed 
shoes of Stanley Wass. Mr. Gerrish 
has had a long and valuable experience 
in the shoe trade. He served his 
“kindergarten” period at the old house 
of Winch Bros., and for twenty years 
or more has represented such houses 
as P. J. Harney Shoe Co., Plant Bros. 
and Endicott-Johnson Corporation. 





W. E. Cerrish 





AM G. SOLOMON was recently re- 

elected to head the Chicago Shoe 
Travelers’ Association for the coming 
year. Harry I. Strandhagen was 
elected vice-president, and Charles L. 
Heilbrun was again elected as secre- 
tary-treasurer. Tom D. Collins, Ed- 
ward E. Hessler, and Thomas H. Knox, 
were elected as members of the board 
of governors. Out-of-town guests 
were: William Ahearn publisher of 
“The Coast Shoe Reporter”; A. H. 
Kenyon of the Kenyon Advertising 
Agency, and Charles Small of the 
United States Rubber Co.’s mechanical 
department, all of whom gave interest- 
ing talks. 





IMOTHY F. HALEY, who for over 

fifteen years, had represented the 
Panther Rubber Co. of Stoughton, 
died suddenly last month of heart fail- 
ure. Mr. Haley had been under the 
doctor’s care a few months ago, but 
was thought to have completely re- 
covered; it was while he was dressing 
for business on the morning of Dec. 
16, that he succumbed. Out of respect 
to him, the plant of the Panther Rub- 
ber Co. was closed for the entire day 
of the funeral. 


Ss. KULP 

* covers the 
metropolitan dis- 
trict of New 
York, Philadel- 
phia, Baltimore, 
Washington, and 
the big accounts 
in Chicago for 
Dodge Bros. 
Newbury port, 





Mass. He also 
styles the line. 
He has sold 


Wm. S. Kulp Dodge Bros. for 


: agreat many 
years with his home office, at Room 
1707, 137 East State Street, Trenton, 
N. J., and with New York headquar- 
ters at the McAlpin, his “bailiwick” 





BOOT 





where he confers with pattern mak- 
ers and leading stylists. He states 
that shell gray and plaza gray kid 
with reptilian trims are in demand; 
suede and plaza gray kid are also a 
popular combination. Plaza gray in 
suede represents about 75 per cent of 
the sales, and shell gray about 25 per 
cent; in kid, the percentages are re- 
versed, Mr. Kulp states. Reptilian 
trims, he says, figure about 10 per cent 
on the trims. He finds that the light 
shades of parchment are good sellers, 
as well as a kid on a field mouse shade, 
which has been toned up into a beige. 
Among the other shades and leathers 
mentioned by Mr. Kulp are rose beige 
and honey beige kid, with reptilian 
calf trims. He states that small buckle 
strap patterns are going to be in 
greater demand this spring than ever 
before, on account of the facility with 
which the buckle is adjusted. He also 
sells “the new Step Aid Arch shoes, a 
turn style—orthopedic shoe.” 





INCREASING PRODUCTION 
WITH THE SAME TIME 
CAPITAL 
From the erty a" 4 J. Kaltenbrun, 


.. S. T. A. Educational 
Committee at Chicago Convention. 


“With competition in all 
branches of industry, and more 
especially the shoe industry, be- 
coming keener each year, the 
most important problem that 
confronts a shoe salesman dur- 
ing 1928 is that of increasing 
his production with the same 
time capital. 

“Since the factor of time is the 
most important which is given 
humanity, it behooves the saies- 
man who desires to increase his 
production during the present 
year to capitalize this time fac- 
tor to the highest point possible. 

“The big industries have rea- 
lized many years ago that the 
saving of time was a problem 
with which they must cope and 
many of the executives have 
worked out plans by which time 
saving and consequent increase 
in production and profits have 
resulted. 

“These executives, sometimes 
styled efficiency engineers, have 
been working on this problem for 
many years, and there is still 
much to be learned by patient 
study and research. 

“But they have worked out a 
number of fundamental princi- 
ples which can be applied by a 
salesman representing shoe fac- 
tories, with only minor changes 
in policy, without changes in the 
general principles which underlie 
the problem. 

“The salesman should realize 
at the start that time is worth 
dollars and cents to him. In fact, 
it is the greatest capital that he 
has, and he should strive to hus- 
band this capital in the most 
practical manner. At the start 
he should work out a plan, may- 
be not as thoroughly as a busi- 
ness executive or an efficiency en- 
gineer, but, nevertheless, a plan 
which he should follow from day 
to day.” 
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OB VARCOE 

of Bingham- 
ton, N. Y., covers 
Southern Central 
New York State 
and Northern 
Pennsy]1vania, 
for “The Sun- 
light” Specialties 
department of 
the Hamilton- 
Brown Shoe Co., 
in charge of A. 
P. Richards, 
Eastern Sales 
representative, 
located at 606 Atlantic Avenue, Bos- 
ton. Mr. Varcoe formerly represented 
the Endicott-Johnson Corporation. He 
is a very successful salesman and is 
considered a good style picker. Bob 
enthusiastically imparts the informa- 
tion that he has “the finest line of 
shoes he has ever seen.” He is now 
covering his trade with his new line. 





Bob Varcoe 





OHN J. WHALEN, president of the 

Brockton City Council, was recently 
re-elected to head that body for 1928- 
1929, and also recently joined the sales- 
force of the E. J. Givren Shoe Mfg. Co. 
of Brockton, manufacturers of men’s 
popular priced welt shoes. Mr. Whalen 
will make the big city trade, starting 
in with Worcester, Springfield, New 
York City, Baltimore, Washington, and 
part of his old territory which he cov- 
ered for years for Preston B. Keith 
and other houses in the trade. His 
last connection was with the Freeman 
Shoe Mfg. Co. E. J. Givren Shoe Co. 
succeeds Givren-Blunt Shoe Co. of 
Brockton, who since 1915 catered to the 
jobbing trade. They are now going 
out after the retail trade. 





ARRY BLYN of Shippensburg, 

Pa., has recently joined the sales- 
force of the Hamilton-Brown Shoe Co. 
of Boston, and started out on the road 
right after the new year with his 
“Sunlight” specialties line. Mr. Blyn 
is covering Central Pennsylvania. He 
has covered this territory for a great 
many years for Stephen Putney Shoe 
Co. He is a man very well versed in 
the shoe trade and knows thoroughly 
the footwear needs of the merchants 
in his field. 





At the recent 
annual election 
dinner of the 
Wisconsin Shoe 
Travelers Associ- 
ation held at the 
Plankinton 
Hotel, L. C. 
Becker, Adam 
M e ise nheimer 
and John Leuen- 
berger were 
elected as gov- 
ernors; C. 
Johnson was re- 
elected secretary- 
treasurer; Henry 
Klos made vice-president, and L. L. 
Imig re-elected president. Delegates 
for the annual convention of the “Na- 
tional” are as follows: C. W. John- 
son, Henry Kuehn, Frank Larkin, Fred 
E. Schmidt, John Leuenberger, L. L. 
Imig and A. C. Klein. 





L. L. Imig, Pres. Wiscon- 
sin Shoe Travelers Assn. 
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‘“CLARE”’ 


Our Most Popular Style—Fits Like a Glove 
In Stock in the New Spring Shades and Materials 


B-294—Dark Beige Suede J B-289—Silver Kid 
B-282—Gray Suede d B-575—White Kid 
B-122—Honey Beige Kid x B-573—Black Satin 
B-124—Plaza Gray Kid ........ - B-572—Patent Leather 
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Byck Brothers Put Over cael 


Suggestion Sales Campaign 


Division of Sales Force into 
Red and Blue Teams and 
Point System Leads to 
Big Volume 


LOUISVILLE, Ky.—The most success- 
ful sales campaign in the history of 
Byck Bros. & Company at Louisville 
ended on Dec. 27 at the Kentucky Hotel 
in that city. At a banquet in which 
every employee of the store was pres- 
ent, the winning team, and individual 
prize winners were announced and the 
awards made. 

The campaign started on Tuesday, 
Nov. 15, at which time a meeting for 
the entire store was called, and pre- 
sided over by Dann C. Byck. Two 
teams were picked, one called the Red 
and the other the Blue, and great care 
was taken that they be as evenly 
matched as possible, and suggestions 
were received from the department 
managers as to where the strength or 
weakness of certain individuals lay. 

The “Suggestion” campaign had as 
its object the selling of additional mer- 
chandise by suggestions on the part of 
the sales person. Each article in the 
store carried a certain number of 
points which if properly suggested, 
were credited to the person starting 
the transfer. For instance: Mr. 
sells Mrs. B a pair of afternoon shoes 
and suggests riding boots (10) points, 
then hosiery (5 points) to match the 
afternon slippers; his total on the sug- 
gested sales would be 1d points. 

I want to make it perfectly clear 
that the campaign was based strictly 
on the number of points, and not on 
the amount in dollars and cents on the 
books of the sales people. 

The number of points for each in- 
dividual, together with the team total, 
is posted on the bulletin board every 
morning, in order to give each team a 
line on its individual weaknesses, and 
to promote the spirit of competition. 
At intervals bulletins are issued, usually 
injecting humor into such messages as 
are deemed necessary to keep the or- 
ganization working smoothly. 

In this particular campaign, Mrs. 
Ruby Gates was captain of the victor- 
ious Red team consisting of fifteen other 
sales people, and Mr. Neal Bobblett was 
captain of the Blue team with the same 
number of sales persons. In addition 
to the team prize there were four grand 
prizes awarded to the sales people hav- 
ing the highest number of points on 
their particular floor. These grand 
prize awards which were announced 








Dec. 27 went to Miss Sophie Rothschild, | 
Mrs. Ruby Gates, Miss Goldie Welch | 
and Mrs. Charles Newcomb. There | 


| were also four Booby prizes for the | 
| persons having the least number of | 


points on each floor, and these were | 
carried off by Mrs. Amelia Beyers, | 
Miss Birdie Dann, Jack Moorman and | 
Mrs. Bernice Houghland. 

After the awarding of the prizes an 
impromptu performance was arranged 
by N. H. Lyons and D. W. Thompson, 
depicting the “Life of a Shoe Sales- 
man.” This act was followed by a 
professional magician, after which 
there was music and dancing. 

The campaign was supervised by J. 
E. Kannapell who is in charge of the 
advertising department. 


*““Ken’’ Chisholm Dies 


Suddenly in Cleveland | 


At the moment of going to press, word 
was received of the death in Cleveland, 


Ohio, of C. Kenneth Chisholm, one of the | 


outstanding retail shoe merchants of the 
United States, a past-president of the 
National Shoe _ Retailers Association, 
active in State and local association work, 
and a man whose well deserved success in 
the shoe industry is almost without 
parallel. 

“Ken” Chisholm, as he was known to 
thousands, was born in Canada and crossed 
the border when a boy to begin his 
business career in this country. During 
his active business life he had built up 
a big company and only recently began 
to put into effect a policy of expansion 
which had been under advisement for 
some time. A new store for men was 
opened in Cleveland and another in 
Columbus, Ohio, in addition to those al- 
ready in operation. 

It is understood here that Mr. Chisholm 
had been ill only a few days prior to his 
death which took place early in the morn- 





ing of Jan. 5. 


EVERY WEEK 


After-Christmas Sales 
Are Now in Full Swing 


Boston, Mass.—Retail shoe stores 


| and departments are busy with after- 


Christmas sales, clearing house for in- 
ventory taking, the arrival of new 
goods, and after-Christmas exchanges 
of shoes, or of filling of gift certifi- 
cates. One of the big department stores 
| cleaned up well on their special $5.95 
offerings of a large stock of broken 
lots which sold just before the holidays 
at $10.00 and $12.50. In the lot were 
straps, pumps and evening slippers, in 
all heel heights, some in rose biush and 
beige kid, some in brown suedes. The 
buyer was much pleased at the public’s 
response, 

The retail shoe stores are receiving 
many orders for silver brocaded shoes, 
which the purchasers also order dyed 
to various light shades; the blue tint- 
ing over silver is reported as a favorite 
treatment. There is a good call for 
light shades in kid, such as parchments 
and light grays; blonf shades in kid, 
and also in satin, with a big call for 
black satin pumps. 

One shoe department manager re- 
ports that he cannot get too many 
Cuban heel one-strap evening shoes in 
gold or silver kid, as well as in the 
satins, and in combinations of leather 
and other materials which last year 
would not have been used for anything 
but Louis heeled shoes. 

One of the interesting numbers is a 
brown kid shoe, as to its vamp, with 
its quarter in parchment colored straw; 
this shoe was a one-strap with a buckle 
fastening, and carries a Cuban heel. 
A light gray one-strup shoe, with a 
16/8 heel, had a toe cap of kid, the 
rest of the vamp, and forepart con- 
sisting of silver kid, with many rows 
of “laced” perforations; where the 
silver kid joined the light gray toe cap, 
it was further ornamented with a 
scalloped finish. 


Salesmen to Hold Ball 


Boston, MAss.—The Boston Retail 
Shoe Salesmen’s Association, Inc., feat- 
ured at this month’s meeting a talk by 
Alfred J. Kelley, New England mana- 


| ger of D. C. Andrews & Co., on “The 


H. C. Vollrath Resigns 


CINCINNATI, OHIO.—Fred H. Ras- 
mussen, buyer for McKelvey & Com- 
pany, Youngstown, Ohio, will succeed 
H. C. Vollrath as buyer at the H. & 
S. Pogue Company shoe department. 
Mr. Vollrath is resigning to enter the 
shoe business with his son in Kansas 
City. Mr. Rasmussen is a young man, 
with up-to-date ideas and is well known 
to the trade. The Pogue company will 
continue to handle the same line of 
better style footwear. 





|a fashionable 


Importance of Foreign Trade,” admitted 


| a new member and decided to hold a 


ball on or about Feb. 1 at “The Tent,” 
dancing hall of “The 
Hub,” with Morey Pearl’s broadcast- 
ing orchestra and a “unique stunt” on 
selling the new styles in their stores 
to the public through professional 
models, correctly dressed from top to 
toe. Already leading retail shoe mer- 
chants of the city are becoming inter- 
ested. The “goal” of attendance tick- 
ets to be sold is set by President Elmer 
A. Kuhlen at 2000. 
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REPCO STRETCHERS~ 


Standard Equipment 
In Every Good Shoe Store 








% COMPLETE stock of Repco 
STRETCHERS is a distin¢t asset 
to every shoe store. To have 
ExiitHHMS o]] sizes of stretchers is al- 
most as essential as a full run of sizes of 
a staple shoe. 

Many a new shoe needs a little easing 
out or breaking in to conform to the 
individual peculiarities of the buyer’s 
foot. The Repco STRETCHER saves the 
foot this inconvenience. The shoe mer- 
chant will find that the use of a Repco 
STRETCHER in a new shoe will give the 













Repco STRETCHERS are 
made in nine sizes, from 
No. 000 to No. 6. Corn 
and bunion plates are sup- 
plied with every stretcher 


customer more initial satisfaction and 
promote quicker and easier sales. 
Repco STRETCHERS are carefully made 
of the finest of materials that can be put 
into this type of accessory. The wood is 
fully seasoned rock maple and the blocks 
are connected by a strong steel hinge. 
The action of the stretcher is easy and 
dependable, made possible by the simple 
mechanism of a toggle joint and slow 
action thread screw. Arrows that get 
out of place or springs that weaken with 
use are absent in the Repco STRETCHER. 





Look over your stock of stretchers today. Let your nearest 


Finpincs DEALER supply the sizes you need 


United Shoe Machinery Corporation, Boston 


San Francisco Branch: 859 Mission Street’ 


J. K. Krieg Company, 39 Warren Street, New York City 
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December Inventories Are 
Low, Merchants Report 


CINCINNATI, OHIO.—Inventory at this 
time finds merchants with very low 
stocks on hand. December business 
was very satisfactory on house, gift 
and evening slippers, and retail mer- 
chants report all types of boots to have 
been exceptionally good throughout the 
month. Semi-dress shoes moved well 
and the paint and dye departments 
‘maintained by some of the larger stores 
to match shoes to the costumes, were 
kept very busy, especially during the 
two weeks preceding the holidays. 
Street shoes moved slowly in December 
but galoshes took a turn for the better 
and other types of protective footwear 
sold better during the last ten days of 
the year than at any other time this 
season. 

Sales will be put on at most of the 
stores this week and next to make room 
for heavy shipments of Spring mer- 


chandise which will be due the latter | 


part of January. Retail merchants ex- 
pect brown to play a leading part in 
early Spring sales, and patent to be 
good throughout the Spring season. 
The buyer for one of the larger stores 
said he will feature brown at the be- 
ginning of the season and try to 
gradually go through to the lighter 
shades as the season advances. 


Revolving Stage Display 


‘Corpus CHRISTI, TEx. (UTPS)— 
One of the most novel and attractive 
shoe and hosiery displays seen in this 
section of the country is that at 
Meehan’s department store. The shoe 
display occupies one section of a mini- 
ature theater with revolving stage. 
Another section of the stage is used 
for displaying the hosiery. The set- 
tings are appropriate, models being 
used with compelling effects. The shoe 
and hosiery sections of the stage have 
caused more comment than other dis- 
plays, five in all. The stage occupies 
one of the big display windows of the 
company. Not more than one line is 
displayed on the stage at any one 
time. 


Gregg Succeeds Roberts 


MINNEAPOLIS, MINN. (UTPS)—M. 
W. Gregg is the new manager of the 
Cantilever Shoe Store, 25 Eighth Street, 
South. 
who goes to a Chicago store. 
Grege comes from the George E. Brett 
Co. shoe department at Mankato, Minn., 
where he was manager for five years. 
He has been assistant buyer for E. FE. 
Atkinson & Co., Minneapolis, 
George A. Pierce, Inc. The change is 
to be made Dec. 27. 


Kinney Store Remodeled 


He succeeds Lowell E. Roberts, | 
Mr. | 





with | 


Marott Folks Dance 


INDIANAPOLIS, | 


IND.—The Marott 
Shoe Shop Em- 
ployees’ 
Benefit Associa- 
tion held a bril- 
liant party last 
month, with an 
attendance of 450 
guests. Dancing 
was one of the 
main features of 
the evening’s en- 
tertainment, 
which was held 
at the Marott 
Hotel, personally 
owned and man- 
aged by George J. Marott, head of the 
house of Marott’s Shoe Shop. Auditor 


George I. Thompson, 
president Marott Shoe 
Shop Employees Mu- 
tual Benefit Assn. 


George I. Thompson is the president | 


of this association, and writes: “We 
have never 
the purpose of selling ‘stunts’ other 
than keeping the name of Marott be- 
fore the public through our social ac- 
tivities. Everyone in our organization 


is thoroughly sold on Marott’s mer- | 
chandise ; every member of our organ- | 
ization makes it his or her business, | 


even in their private life, to broadcast 
the fact of being connected with one of 
the largest and most up-to-date stores 
in the Middle West, backed by one of 
the most highly respected citizens and 
a man most generous in his dealings 
with the public and with his employees 
—George J. Marott.” The association 
membership is about 100. Office Man- 
ager Lewis H. Noble is vice-president; 
Ruth A. Devine, secretary; J. Edw. 
Keller, treasurer. Directors: S. D. 
Kingsbury, Harry Frame, Harry G. 


Summers, Margaret H. Garvey, Clar- | 
ence Grinstead, Juanita Shafer, Joseph | 


P. Murphy. 


Moore Predicts 15 to 20% 
Rise in Shoe Prices 
ROCHESTER, N. Y. (UTPS)—An in- 


crease of 15 to 20 per cent in the retail | 


price of shoes in Rochester during 1928 
was predicted by Robert H. Moore, 
president of the Rochester Retail Shoe 


Dealers Association, in a special New | 


Year’s business edition published by 


A gradual rise in the wholesale price 
of shoes during the past six months 
has been absorbed by the retailers, Mr. 
Moore said, but the time has come when 
they can no longer stand this drain 
on their profits and must pass the in- 
crease along to the public. He said 
that the increase in the price of tanned 
leather was responsible for the rise in 


| the price of shoes and said that the 
| tanners and not the manufacturers now 
| hold the key to the price situation in 


LEXINGTON, Ky. (UTPS)—The Kin- | 
ney Shoe Company on Main Street has | 


remodeled its store front to increase 
window space. It is now enabled to 
make very effective displays of mer- 
chandise. 

Mr. West, manager of the Lexing- 
enters, changes his windows each 
week, 


the shoe industry. 

The retail shoe business in Rochester 
during 1927 has been fairly good, Mr. 
Moore declared. The late fall and un- 
usually rainy weather was responsible 
for a falling off in retail sales during 


the fall months, he said, but with the | 
snow and cold of the holiday season | 


business again picked up and _ shoe 
dealers reported an unusually good 
Christmas trade. 


Mutual | 


used our association for | 


| gence. 


F its Members of the 


Daddy Long Legs Club 


CoLUMBUS, OHIO (U'TPS)—The Co- 
|}lumbus Walk Over Company, which 
| specialized in the larger sizes of men’s 
footwear, has gained the reputation of 
being able to fit almost every large 
sized foot out of stock. As a result 
of this reputation, members of the 
Daddy Long Legs Club, an organiza- 
tion composed of six-footers, have made 
the store headquarters for their foot- 
wear. The Daddy Long Legs Club 
was organized in Columbus several 
years ago as a sort of joke, but the 
organization steadily grew until it 
numbers about 850 men who are over 
six feet tall and naturally have large 
feet. Governor Vic Donahey is a mem- 
ber of the club, and it is said that the 
chief executive wears an extra large 
sized shoe, although it does not come 
up to the sizes worn by some other 
members. The Columbus Walk Over 
Company carries stock lines up to and 
including size 14. 





Kandel to Move 


BALTIMORE, Mp. (UTPS)—Samuel 
Kandel, trading as Kandel’s Shoe Shop, 
1121 East Baltimore Street, will effect 
a change in his business location, at 
the end of the year. The building at 
565 North Gay Street, has been taken 
| over and Kandel’s will open there. As 

at the present location, a family shoe 
store will be conducted and complete 
lines of men’s, women’s and children’s 
shoes will be carried. A hosiery sec- 
ition also will be maintained, where 
hosiery for the family will be carried 
as completely as shoes. 


How I Would Clean House 


MADISON, Wis.—Nat W. Perston, re- 
| tail shoe salesman at Kessenich’s, this 


city, answered a’ former RECORDER 
prize problem on “What Would I Do, 
if I Were Manager of My Store, io 
Effect a Better Shoe Distribution?” a 
little too late for judging in the con- 
test, but such good points were made 


| by him in this paper that we areepub- 


lishing a few of them herewith. 
“IT would clean house—I would 
said house—my store—in order,” 


put 
said 


| he. “I would visit the biggest and best 
the Rochester Democrat and Chronicle. | 


stores in the country and try to adapt 
their character and atmosphere to my 
store. I would never urge a customer 
to buy, but would appeal to his intelli- 
I would talk quality. I would 
treat every woman and child as if 
they were my mother or sister. I would 
be sincere and trustworthy. I would 
train my men and develop their capa- 
bilities. There is real ability and alert- 
ness in the average retail shoe sales- 
man, but it takes the proper guidance 
to accomplish these aims. I would 
keep my salesmen abreast of the best 
in every phase of successful shoe sell- 
ing. I would make real salesmen of 
my ‘clerks’, potential managers. and 
thus build my business with ‘timber’ 
which endures, which grows with the 
manager or owner, and which makes 
the store one with a good reputation. 
I would have plenty of sizes on wanted 
styles, a good system of stock-keeping, 
better interior and better window dis- 
| play. 
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An old friend who is 
ever ready to greet you 
as he has in the past with 
his old familiar smile. 


109 West Broadway 





The House of Shoe Styles 


Cordially Invites You 
To Visit Our New Establishment 
Opening Wednesday, Jan. 11th 


We will have a complete line of the newest 
Vogue for your demand. 


A policy of “something new every week” 
will be adhered to, assuring the trade of the 
right style at the right time. 


Novelty Footwear 
Carried in Stock 


“Get What You Want When You Want It’ 


LOUIS GREENWALD SHOE Co., Inc. 


New York; City 
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Southern Shoe Travelers 
Hold 37th Annual Meet 


Boston.—Familiar faces were seen 
around the festive board on the oc- 
casion of the 37th annual meeting and 
dinner of the Southern Shoe Salesmen’s 
Association at Hotel Westminster, Bos- 
ton, on the evening of Dec. 29. The 
following officers were chosen for 1928: 
President, George L. Starks; vice- 
president, Leonard F. Burdett; secre- 
tary-treasurer, Frederick L. Stanton. 
The latter was elected “by right of 
divine inheritance,” according to the 
toastmaster. These members and 
guests were present at the dinner: 
Ceorge . Starks, L. F. Burdett, 
Charles W. Morrill, Thomas A. Delany, 
I’. W. Stanton, John B. Tileson, S. P. 
Moses, J. A. Richardson, N. E. Rankin, 
Guy P. Moses, Harold P. Smith, Chris. 
S. Briel, A. A. Mead, Harris M. Barnes, 
Cc. P. Waide, John McElaney, C. H. 
Merrow, B. Harrison Cort, E. M. Cox, 
Frank M. Colburn, G. I. Byam, James 
H. Stone, George W. R. Hill. 

President-elect Starks, presiding at 
the after dinner exercises, called for 
remarks from the following: Secretary 
Stanton, President Morrill and Secre- 
tary Delany of the National Shoe 
Travelers’ Association; James H. Stone 
of The Shoe Retailer; George W. R. 
Hill of the Boor AND SHOE RECORDER. 
A message of regret was read from 
Hector E. Lynch, an absent member. 
Also a letter in reference to the ill 
health of J. P. Byrne, an old-time 
traveling man. A “snappy” entertain- 
ment of music and dancing by profes- 
sional and amateur artists took place. 
The S. S. S. A. is the oldest organiza- 
tion of shoe travelers in the United 
States, its membership being restricted 
to men representing New England shoe 
manufacturing concerns and selling 
retail stores in southern territory. 





Production Not Affected 
by A. C. Lawrence Fire 


PeaBopy, Mass.—On Friday, Dec. 30, 
1927, a fire occurred at the patent 
leather plant of the A. C. Lawrence 
Leather Company in Peabody, in a 
small one-story frame building located 
in a field about a mile from the city 
proper and the main plant of the com- 
pany. 

Experimental work on a small scale 
was being carried on in this building, 
and because of its isolated position none 
of the other buildings were damaged. 

The flames from this fire caused ex- 
aggerated reports to be broadcast, but 
the loss is under $10,000, a large part 
of it representing value of the sup- 
plies used in this process, and custom- 
ers of the A. C. Lawrence Leather 
Company will be glad to learn that the 
production of Black Diamond Patent 
Leather and all other lines will be in no 
way affected. 


Top Lift Co. Moving 


Rocuester, N. Y. (UTPS)—The Top 
Lift Company of this city, manufac- 
turer of shoe heels, is moving its plant 
and equipment to Canandaigua, a city 
of about 6000 inhabitants located on 
Canandaigua Lake, about thirty miles 
southeast of here. 











Selling More Children’s Shoes 


[CONTINUED FROM PAGE 21] 


He said that it was a lot of trouble 
and waste of time but there might be 
something in it. “How would you go 
about winning the children trade of a 
little town like this?” he asked. 

“In a little town like this where every- 
body knows everybody else I would get 
to know everybody so well they would 
think I was a rich uncle. I would cul- 
tivate acquaintances as I cultivate my 
back yard garden. In a few weeks I 
would have more kid friends and mother 
friendships than any man in town: Did 
you ever hear of B. K. out in Frisco? 
There was a natural born merchant. 
He built his great business upon one 
simple action. Every child that came 
into his store was given a piece of 
candy or some simple little toy right 
out of his own hands. He used to 
stand at the door and pass the time of 
the day with everyone who entered. 
If a child came in with its parent he 
made an especial effort to be pleasant 
to that little tot. As a result he had 
all the kids in the Bay City wild over 
his store. And the kids he used o 
give candy away back there in the 
eighties are now fathers and others, 
even grandfathers, and they still buy 
their shoes at the old store although 
B. K. has passed on. 

“Another thing I would do and that 
is the simplest and most economical of 
all. I would start a series of news- 
paper advertisements tomorrow telling 
the mothers of this town that I wanted 
their trade on children’s shoes.” 

“Rut that would mean putting in a 
much bigger stock than I have now. 





I have let my children’s shoes run down 
pretty well because I was sure I was 
going to get out of that end of the 
game.” 

He admitted that to be a fact. He 
also admitted that his children’s busi- 
ness had about petered out because he 
had decided there was no money in 
children’s shoes. He confessed after 
some questioning that he had neglected 
old people’s shoes, conservative styles 
and patterns in brown and black kids. 
“I guess you’re right, Hank. I have 
been trying to be too big a duck in too 
small a pond. Hereafter I am going 
to play it safe. What have you got 
te show me this trip?” 

“Absolutely nothing. I wouldn’t 
sell you a pair of shoes for a million 
dollars. What you need is a dose of 
oil in your stock. You need to sell shoes 
not to buy shoes. Clean up some of 
the junk and get your house in order. 
When you really need some of my stuff 
I will be glad to sell you but not under 
present conditions. You are half busted 
and don’t know it.” 

“Know it! Know it!” He fairly 
yelled at me. “I know that I am only 
about two jumps ahead of the bank- 
ruptcy court. If I don’t get some ex- 
tensions I will be closed up in a month. 
But I am going to make a grand fight 
for it, Hank. Clean up sale starts 
tomorrow. Come back in a few weeks 
and see if you see any improvement.” 

I hopped into the old gas buggv and 
drove away feeling that it had not 
been a day wasted after all. 








Ten Seasons Instead of Four 
[CONTINUED FROM PAGE 20] 


not a customer-made demand. As such, 
it reacted unfavorably, and many losses 
were taken last summer because the 
shoes, as selected, were out of interest 
in many locations. 

The industry has been overdoing the 
thought of a high point at Easter, as 
if that festival season gave national 
reason why every man, woman and 
child should have a new pair of shoes. 
Such a condition did exist many years 
ago. The old-time shoe merchant still 
thinks in terms of clearances up to 
March 15, and then twenty-one days of 
selling Mr., Mrs. and Miss America all 
the shoes they will need for some 
months ahead. 

Mr. Sensenbrenner happily points 
out the possibilities of developing a new 
selling period every six weeks. He has’ 





really hit upon a very constructive 
thought, and it comes from his own ac- 
tive experience. He covers some ter- 
ritory himself, for he has ownership of 
stores and shoe departments from San 
Antonio to St. Paul and from Wash- 
ington to Tulsa. In these stores he gets 
a variety of demands and senses the 
geographical style divisions. 

His stores and shoe departments each 
do over a hundred thousand dollars’ 
worth of business; otherwise he isn’t 
interested in maintaining them. In 
hosiery alone, he is one of the outstand- 
ing retail operators. 

Therefore, from this experience come 
the foregoing remarks, and we consider 
them of such great importance that 
with them we open the New Year. 








Shoes and Hosiery—Now Luggage 


[CONTINUED FROM PAGE 32] 


Here one finds many square feet of 
space devoted to a seating arrangement, 
a hosiery department and a large lug- 
gage department, with showcases and 
racks attractively displaying the mer- 
chandise. Here the French atmosphere 
still prevails. The walls and pillars 
are backed by rich-looking semi-dull 
walnut panels. The usual prosaic 





array of shoe boxes is not seen in this 
beautiful shop, as they are cunningly 
hidden behind concealed alcoves and 
aisles. The seats are most comfortable 
and attractive. They are upholstered 
in French blue material, the backs of 
the seats being covered with beige-col- 
ored tapestry carrying a special woven 
design to carry out the general scheme. 
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Display Cards Double the Pull-Value of 
Your Windows 


HE Recorder’s NEw and Improvep “‘Selling Messages’’ are smart and 

full of real selling punch. They will ‘‘talk business’’ for you all through 
the day and long after you've locked your door and gone home. They have 
the seasonal authority of style and colors that you need today. 


In these days of smart footwear, beautifully styled, your windows need the 
smartest kind of selling messages and the strongest of selling copy. 


The Better You TELL Them—The BETTER You Sell Them 
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This Is What You Receive 


WE looked a long time and discarded many types of easels before 
we selected the beautiful polychrome two-toned ones which are 
a part of this service. 









With your first shipment of cards you receive four easels either in 
Ssilver or gold with your store initials hand em- 


bossed in the oval against a dark background. 
Every month you receive eight hand-designed $ 00 
cards similar to those reproduced above, with 








different shaped cards each month . . . full of p 
peppy selling messages and every two months M = ch 
100 special blank price tickets. All for...... “a 


q 
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_ RECORDER SHOW CARD DEPT. 
1€M § 189 W. MADISON STREET CHICAGO, ILLINOIS 





Tear off and Mail This Coupon 


RECORDER SHOW CARD DEPT. 
189 Madison Street, Chicago, Illinois 


Please send me the “Selling Messages” for one 
year. I agree to take this service for twelve 
months and will pay for it at $4.00 a month. 


I prefer the (silver) (gold) easels. 


This store carries men’s, women’s and chil- 
dren’s shoes and hosiery. (Cross out lines 


not carried.) 


el i ts at ae 




















BOOT AND SHOE RECORDER 





January 7, 1928 





WHERE TO BUY 
Men’s Shoes 








Shoe Market News 


in the Boot and Shoe Recorder 











NATIONAL NEWS 


SATURDAY, JANUARY 7, 1928 


EVERY WEEK 





ror MEN 
(P) su crvccinncg tsa (P) 
BROCKTON oe, 


NETTLETON 
Shoes of Worth 
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SHOES FOR MEN 
COMMONWEALTH SHOE & LEATHER Co. 
WHITMAN, MASS. 
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11 Seuth Street 
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HENRY LILLY CO. 
110 Duane St. New York 
AUCTION TRADE SALES of 


SHOES and RUBBERS 








Every Wednesday and Friday 








Leather Now 
Is “Higher 
and Fewer” 


LyNN, Mass.—Manufacturers here 
are speeding up their merchandising 
efforts so as to make a flying start on 
the new year. The rising tide of prices 
continues. Hides are 40 per cent or 
more higher than a year ago. Leather 
is advancing in price and is getting 
scarce. Leading shoe manufacturers 
are trying to figure out what is going 
to happen when spring orders roll in 
in volume. 

A new influence in women’s footwear 
fashions is commented on by Edric R. 
Taylor, of McNichol, Taylor, Inc. He 
says “the power of beauty has stimu- 
lated sales the same as the power of 
electricity has stimulated production.” 
He declares that women have a new 
appreciation of style value, both of 
beauty of line and beauty of colors, 
and so buy pretty shoes instead of 
staple footwear. He argues that nov- 
elty shoes will keep on selling in volume 
for as long as this power of beauty is 
promoted by manufacturers and mer- 
chants. 

For a typical Lynn spread of styles, 
at the beginning of the year, there is 
the report from the Unity Shoe Co., 
increasing its production, and getting 
ou approximately two-thirds colors, of 
suede and grain kid, including lustre 
kid, and one-third blacks, chiefly patent 
leather. Honey beige is its leading 
color. 

Daly’s Golden Rule factories paid 
semi-annual dividends, $13.50 per unit 
of one share of preferred and two 
shares of common stock. “Jim” Daly 
passing out the dividend checks at the 
shop crew party. He said he hopes to 
increase his production to 10,000 pairs 
daily in 1928. Also he plans to operate 
a hosiery mill. 

Business in winter resort footwear, 
for —_ dancing and social pastimes, 
is well under way, with white footwear 
showing up strongly, and linen effects 
in new prominence. 

Heels show a higher range, with 
more of them up to 20/8 and higher. 
Frank Shirley, of the United Last Co., 
asks if women’s feet are changing so 
that they readily adapt themselves to 
shoes with varying heights ef heels. 
He points out that when women did 
much heavy labor their feet were broad, 
and their arches flat. Now in these 
days of ease the common tendency is 
toward narrower feet and higher 
arches. Mr. Shirley suggests that 
arches, like forepart of feet, have be- 
come more flexible, and so adjust them- 
selves to the new high heel styles. He 
opens up a question of importance to 
merchants, as well as manufacturers. 





Lape and Adler Show 


Increase 


CoLuMBuUs, OHIO.—W. T. Dickerson, 
managing director of the Lape & Adler 
Company, announces that business is 
good. To date this year, orders show 
an increase of 30,000 pairs over the 
same period last year. Mr. Dickerson 
has just returned from a trip to Den- 
ver, where he visited his son, Owen, 
formerly salesman for P. Sullivan & 
Company. 


Factories Booking Orders 
for Feb.-March Shipments 


CINCINNATI, OHI0.—Orders and pro- 
duction are reported to have been much 
higher during the past year than in 
1926 at local shoe factories. Orders 
are now coming in for February and 
March shipment and if production con- 
tinues to increase at it has for the past 
few weeks, it will only be a short time 
until all will be running at capacity. 
Some factories report December book- 
ings to be much larger than those of 
the same month of 1926, attributed to 
extremely cold weather for the last ten 
days of the year. 

The Stern-Auer Shoe Company has 
just closed the biggest year in its his- 
tory, according to A. Ballinger, and is 
very busy upon the entrance of the 
new year. Stern-Auer was sold far in 
advance of production during the 
greater part of 1927 and expects to 
do equally as well this year. 

The past year was fair, reports Fred 
Roth of The Roth Shoe Manufacturing 
Company. At present, blonds and 
honey beige are claiming a good part 
of orders for Spring delivery, and Mr. 
Roth said that a great many good welt 
shoes are being sold. 

Stanley Duttenhofer, president of 
The Stanley Duttenhofer Shoe Com- 
pany, reports the closing of the best 
year in the history of his firm. Mr. 
Duttenhofer is optimistic over the out- 
look for 1928. 


Uses Plane to Get Order 


HAVERHILL. — Harold Finen, repre- 
senting the Howe & Fenlon Co., cut sole 
manufacturers, this city, assumed the 
role of a modern Lindbergh the past 
week to meet an appointment with a 
buyer in the St. Louis market. Mr. 
Finen, while in the New York market, 
found himself unable to keep up with 
his schedule for Middle Western ap- 
pointments, but quick initiative found 
him soon at Roosevelt Field for a quick 
take-off to Chicago via the air and 
thence a second hop to St. Louis. The 
air journey was successful in every 
way, schedules being maintained. and 
the young man’s enterprise was re- 
warded with a substantial order. 
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Hamilton, Wade Reincor- 
porated 


BROCKTON, Mass.— The Hamilton, 
Wade Co. of this city, manufacturers 
of shoe trimmings, with a large factory 
on Haverhill Street, here, has filed new 
papers of incorporation for $400,000, 
and plans are now under way for a 
considerable increase in business. In 
his statement to the Plymouth registry 
the president, Ashton Hamilton, an- 
nounces the new company, an outgrowth 
of his former concern, will deal in 
footwear, but Mr. Hamilton declares 
he is not ready to announce his new 
plans yet. Marion C. Gray is listed as 
treasurer of the new concern. She 
held similar office in the former com- 
pany which has been employing up- 
wards of 200 hands. 





Autos and Galoshes 
Help Shoe Business 


CINCINNATI, OHIO.—Instead of in- 
juring the shoe business, as might be 
believed, the auto and the increasing 
use of galoshes have increased the shoe 
business. 

This paradoxical assertion was made 
here by Fred A. Miller, Columbus, at the 
28th anniversary trade dinner of the 
Cincinnati Shoe and Leather Club at 
the Cincinnati Club. 

Miller explained that whereas “boots” 
were used until the uppers wore out in 
the days of strenuous walking, the pro- 
tection of shoes afforded by autos and 
galoshes allowed the creation of “style” 
in shoes. This in turn resulted in the 
buying of more shoes by consumers, he 
said. 

Confidence in the future of the 
leather and tanning industries was ex- 
pressed by Miller. 

Others who spoke were C. O. Sher- 
rill, city manager; Russell Wilson, 
James F. Ward, Frank J. Weber, James 
P. Orr, Ernest Griess and Sidney Eise- 
man, Cincinnati, and Irving Drew, 
Portsmouth, Ohio. 





Field Bros. Selling to 
Argentine Government 


East BRIDGEWATER, Mass.—Original 
samples submitted by the Field Bros. 
Shoe Co. to the Argentinian govern- 
ment for army shoes have been so 
favorably received that a sample order 
of 1200 pairs has been placed with the 
local company, and the president, 
Walter P. Field, is almost certain his 
concern will receive an order for 100,000 
pairs which is to be placed almost im- 
mediately. Henrick Bazek, Argentine 
minister. was a visitor at the Field 
Bros. plant last week, and after his 
personal inspection of the manufacture 
of the army shoes he returned to New 
York to report to a special commission 
now in this country to purchase army 
and navy supplies. Later Mr. Field 
and Richard P. Whitman went to New 
York to confer with the board on 
prices. Of the 1200-pair order, 600 
are of army type and 600 of the navy 
type of shoe. If the large order is 
received the company plans to re-equip 
its former plant at North Middleboro 
to take care of the work since the local 
plant is running almost to capacity on 
its stock shoes. 


Columbus Factories 
Have Orders Ahead 


CoLumBus, OHIO (UTPS) — Shoe 
manufacturing plants in Columbus will 
start 1928 with a goodly supply of or- 
ders, which would indicate steady op- 
eration of practically all units for the 
first three months of the year. This is 
the information secured from a survey 
of the plants, which have closed a fairly 
successful year. 

In fact, indications point to a busier 
three months in the first quarter of 
1928 than was experienced by Columbus 
factories in the first quarter of 1927. 
Early spring business is coming in 
nicely and when the traveling sales- 
men return to their territories after 
New Year’s, a still larger volume of 
orders is expected. Increased produc- 
tion schedules have been planned by a 
majority of Columbus factories and now 
that the spring season has been for- 
mally launched, it looks like an ex- 
ceedingly busy year. 

The eight units of the H. C. God- 
man Co., located in Columbus and Lan- 
caster, are at full schedule and the 
capacity of the plants will be necessary 
to keep abreast of the orders. These 
factories, instead of giving the usual 
week’s holiday between Christmas and 
New Year’s only gave one day’s vaca- 
tion and that was on Dec. 26. The full 
force was at work the following day 
and the production schedule indicates 
that full capacity will be the order for 
the first three months at least. 

The Miller-Learch factory, a sub- 
sidiary of the H. C. Godman Co., like- 
wise is having exceedingly good spring 
business and this plant is working at 
capacity. Orders for spring are com- 
ing in nicely. 

The Riley Shoe Manufacturing Co. 
is another Columbus factory which is 
preparing for a good run early in 1928. 
This plant, which produces women’s 
footwear exclusively, sent out its travel- 
ing salesmen after the first of the year 
with excellent prospects for the first 
two or three months of the year. W. 
S. Kennedy, general manager reports 
that business prospects are very bright 
in every way. 

The G. Edwin Smith Shoe Co., op- 
erating for the Nisley chain of retail 
stores, is another concern which has 
planned a full schedule for the first 
three months of the year. The new 
models are very attractive and the 
Columbus factory as well as the branch 
at Newark, operated under the name 
of the Midland Shoe Co., will be placed 
on full schedule starting early in 
January. 

The Lape & Adler Co. on South Front 
Street is another Columbus plant which 
reports excellent prospects for the 
spring season, which is now in full 
swing. 





Re-orders on Boots 


Lynn, Mass.—Colella & Leighton 
have re-orders on boots of the pirate 
style. However, the bulk of its busi- 
ness is on pumps. Some of these low 
shoes are of beauty unsurpassed, as, 
for instance, a slipper of a_ basket 
weave fabric, embroidered in_ rich 
colprs. and paneled with gold kid. This 





firm is also making shoes of tapestry 
fabrics. 











WHERE TO BUY 
Men’s Shoes 








wer 


50 STYLES IN STOCK 


Ready for Delivery on the Det 


EMERSON SHOE MFG. CO. 
Rockland, Mass. 


















HAND TAILORED 
HAND LASTED 


Bion F-Revno.ps Com 
BROCKTON MASSE 


STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! .~ 

“They've Cot to Re Stetsons *' \ 
to Be Snappy” 


THE STETSON SHOE CO., Inc. 
South Weymouth, Mass. 
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WHERE TO BUY 
Children’s Shoes 


6 ee 


est Virginia 


Fibre Board 


Counters of this board help 
the shoe to hold its shape. 
Pulp Product Department 
WestVirginia Pulp & Paper Company 
Detroit New York Chicago 








The One 
Waterproof 
Leather That 
Takes and Re 
tains a Polish 

CREESE & COOK CO. 
Bannartes at Danversport, 95 South St., Boston. Mase. 























Strong and Flexible 


mee —" 


The Sterling Fiber Board Ce. 








Sales Office, 501 Fifth Avenue, 
"Dow York 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 













Men's All Leather House Slippers 


IN sTOCK 
Remeos — Operas 


Rreretts 
Golden Brown Kid 
—Hand 
Iron Sele—Rubber 
Send for samples. 

ROTH & ROSENBERG SHOE CO. 

124 N. Srd St., Philadelphia 








IN STOCK 


$1.00—5 % 
days; case 
lots; gen- 
uine kid 
turn; rubber hosts 
rights and lefts: 3 to 

WM. SUMNER aces 


325 Menres Street Chicago, It. 





} the Better Goode. 
Better Tra 

















PARISTYLE FOOTWEAR MFG. CO., INC. 
41-45 Washington Ave., Brooklyn, N. Y. 
New York Office, Room 622, 1328 B,way 
HIGH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterns. 

00 per doz. and up. 


$27. 
ea, ima 
request 


WHERE TO BUY 
Men’s Spats 


8 Pe 

















MEN’S ENGLISH SPATS 
Also Domestic Grades 
Write for Samples 


— & COMPANY 
| 122 Duane St. New York City 





Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in m immediate needs. 




















Shoe Prices the Chief 
Subject of Discussion 


Boston, Mass.—The major interest 
of the manufacturing and wholesale 
trade is centered at this time in the 
various style shows, both here, in Chi- 
cago, at Atlantic City, and in other 
sections of the country. The Hotel 
Statler and the Copiey Plaza Hotel, 
the two headquarters for the local style 
shows, as well as the other hotels, have 
been filled to overflowing with members 
of the industry, a goodly percentage 
of whom were buyers. The buyers be- 
gan to arrive in “The Hub” as early 
as Dec. 29, and the first arrivals inter- 
viewed planned to stay until the closing 
bell had been rung on the two footwear 
fashion events. 

The principal topic of discussion in 
trade circles during the past week has 
been prices. Buyers have been visiting 
factories, examining materials and 
workmanship more closely than ever 
before. Style shoes with orthopedic 
features, are attracting the attention 
of big purchasers of women’s footwear, 
on the theory, says one shoe firm mak- 
ing this class of shoes that “as the 
price advance is here, some buyers feel 
they can best talk to the public about 
the increased cost of the finished prod- 
uct at retail by the combination induce- 
ments of style and comfort. In men’s 
shoes for dress occasions, many light 
shades of tan and higher prices are 
accepted features. Brown kid is sell- 
ing well for women’s shoes, and light 
colors in kid are being bought cau- 
tiously, as there is much talk of black 
shoes again for Spring. It is a fact 
that more black kid at firm prices is 
reported as having been sold to manu- 
facturers of shoes for feminine feet 
and that prospects look interesting on 
patent leather for Spring. White kid 
is also one of the active numbers. Hide 
prices continue to rise and have re- 
flected their advance in sole leather. 
The year ended with a 45 per cent ad- 
vance quoted on many tannages. 





G. W. Robertson a Director 


of Minneapolis Mfg. Ass’n 


MINNEAPOLIS, MINN. (UTPS)J—G. 
W. Robertson, president and treasurer 
of the Robertson Shoe Co. was one of 
seven directors elected of the Manu- 
facturers’ Association of Minneapolis, 
Ine., the leading organization of its 
type. Eleven directors were proposed 
and the vote was by mail. 





William Foulds Dead 


RocHESTER, N. Y. (UTPS)—wWilliam 
Foulds, lifelong resident of Rochester 
and for many years prominent in the 
shoe industry here, died last week, aged 
74 years. He was formerly associated 
in the shoe industry here with Goodger 
& Company and the Brooks Shoe Com- 
pany. 

He leaves his wife, Mrs. Sophie 
Foulds; a son, Hamilton J. Foulds; a 
daughter, Mrs. Ernest J. Paviour; two 
brothers, Andrew Foulds of Sparta. 

J., and Robert Foulds of Flint, 
Mich., and a sister, Margaret Foulds of 
Churchville, ah 2 


-who are affiliated 














Hoyt Not to Cut Wages | 


MANCHESTER, N. H.—Col. John 
D. Murphy, treasurer of the F. 
M. Hoyt Shoe Co., announced to 
the employees at a Christmas 
tree festival that there would be | 
no wage cutting at the shop dur- | 
ing the New Year. Colonel Mur- 
phy appeared as Santa Claus, and 
fairly radiated optimism in his 
short talk to the boys and girls of 
the Hoyt plant. “There is going | 
to be no cutting wages at Hoyt’s,” | 
said Colonel Murphy. “Such is not 
our policy. On the other hand, 
we want better wages, better 
shoes and more work for every- 
body.” 




















Full Time Operation 
Expected by Douglas 


BROCKTON, Mass.—Coincident with 
the gathering of district managers of 
the company stores here for their semi- 
annual conference, President Herbert 
L. Tinkham of the W. L. Douglas Co. 
expressed himself last week as confi- 
dent that all the factories of the com- 
pany would be operated on full time 
the coming season. 

The optimistic statement came after 
President Tinkham, in discussing con- 
ditions with the managers represent- 
ing every district from Maine to Texas, 
declared that the year just closing had 
been one of the most successful years 
in the history of the company. 

Mr. Tinkham said that his company 
ran full time during the past year, and 
during the past six months manufac- 
tured 100,000 more pairs of shoes than 
during the preceding six months. 

Mr. Tinkham emphasized that the 
company had large stocks of leather on 
hand, which would allow the Douglas 
shoes to be sold without advance in 
prices. Closing his address, he said: 

“There is no question in my mind 
that New England is firmly established 
to continue her prestige as the leading 
shoe center of good shoes. We confi- 
dently expect to operate our factories 
on full time this coming season.” 





High Lustre Kid Finish 
Proves Very Popular 


Much favorable comment is heard in 
the trade concerning the recent origina- 
tion of Perlustre Kid. This leather was 
developed through the combined efforts 
of the Keystone Leather Company and 
the Bristol Patent Leather Company, 
in business, and 
judging from shoes which have already 
been made, would seem to constitute a 
genuine contribution to the shoe and 
leather world. 

It is claimed for Perlustre that it 
will not peel and it can be handled, 
ironed and treed in the shoe factory 
just like any leather. 

The beauty of the pearl-like finish 
in many different shades and tones in 
which the leather is produced is very 
striking. 

Since its introduction to the trade, 
production has been increased largely 
to take care of the growing demani. 








Of me te ee 


bate mee 
=e me 


tho 
is r 
Sho 
con 
end 
will 
pan 
thre 
Chu 


chile 
foot: 
plati 






















con- 
ent- 
xas, 

had 
ears 


any 

and 
ifac- 
than 


the 
r on 
igias 
e in 
& 
mind 
ished 
ding 
confi- 
ories 


ular 


ird in 
igina- 
yr was 
fforts 
y and 
pany, 
- and 
lready 
tute a 
e and 


hat it 
ndled, 
actory 


finish 
nes in 
s very 


trade, 
largely 
and. 


January 7, 1928 


BOOT AND SHOE RECORDER 


53 





—_ 
What Mary Pickford Bought 


Los ANGELES, CAL. — While 
Mary Pickford, the movie actress 
favorite, was looking around this 
city, she called at the local stock 
department of the Reynolds Co. 
and purchased one pair of im- 
ported bronze cut steel Colonial 
bucktes from the above men- 
tioned house. 




















G. Edwin Smith and 
Midland Companies Merge 


CoLUMBUS, OHIO—The stockholders 
and directors of the G. Edwin Smith 
Shoe Co. of Columbus, Ohio, and the 
Midland Shoe Co. of Newark, Ohio, 
have approved a plan and agreement 
for the consolidation of the two com- 
panies into a new company to be known 
as the G. Edwin Smith Shoe Co., hav- 
ing an authorized capital of $1,000,000 
of preferred stock and 50,000 shares of 
common stock without par value. The 
original G. Edwin Smith Shoe Co. was 
incorporated in 1898 with an author- 
ized capital of $15,000 and the Midland 
Shoe Co. was incorporated in 1913 with 
an authorized capital of $150,000. The 
shoes manufactured by the new com- 
pany will be marketed through the Nis- 
ley stores, of which there are thirty- 
five in the larger cities throughout the 
country. The officers of the new com- 
pany are: G. Edwin Smith, president; 
A. O. Halliday, vice-president; P. M. 
Smith, secretary; Stanley L. Jones, 
treasurer, and R. W. Lee, director. 


J. T. Gilkerson Now With 
Cedar Grove Shoe Mfg. Co. 


CEDAR GROVE, WIs.—J. T. Gilkerson, 
formerly superintendent for the Mara- 
thon Shoe Company of Wausau, Wis., 
is now connected with the Cedar Grove 
Shoe Manufacturing Company. He has 
complete charge of the manufacturing 
end of the business while E. L. Riebau 
will handle the sales end. The com- 
pany makes three lines of shoes known 
throughout the trade as “Junior 
Chums,” “Chums,” and “College 
Chums.” The lines cover infants’, 
children’s, growing girls’ and misses 
footwear. The company is contem- 


plating the expansion of their business | 
in better grades of welt construction | 


during the coming year. 


Bohr a Director 


PORTSMOUTH, OHIO (UTPS)—H. B. 
Bohr, who has been in charge of 
styling and building at the factory of 
the Irving Drew Shoe VUompany for 
the past eighteen months, has been 
honored by election to the board of 
directors of that company in apprecia- 
tion of his wonderful work of increas- 
ing the prestige of the company’s 
gene all over the country. When 
~ associated himself with the Irving 

Drew Company he brought a wide ex- 
perience gained through many years in 
the shoe manufacturing business. He 
is recognized as one of the outstanding | 
style authorities in the country. 








Starts Profit Sharing 
with Retail Dealers 


AUBURN, ME.—The initial disburse- 
ment under the Auit-Williamson Shoe 
Co. profit-sharing plan was made at 
Christmas time, 2500 Constant Comfort 
and Constant Style dealers receiving a 
total of $30,000. Payment of this 
sizable sum reflects the progressive 


spirit of this Auburn, Me., company, | 
which has attained leadership in the | 


turn shoe manufacturing field, being 
the world’s largest producers of foot- 
wear manufactured by this process, 
and also indicates a fine growth by 
many of its dealers. 

The profit-sharing plan is part of 
the Ault-Williamson Constant Co-Op- 
eration pledge and has been one of the 
goals of President Charles Ault, who 
made announcement of the inaugura- 
tion of the system last April. Concern- 
ing the operation of the plan Mr. Ault 
says: “Increased sales carry increased 
profits. These profits should be shared 
with those who help to make them 
possible.” 

Each dealer who eftected an increase 
in shipments during the fiscal year end- 
ing Nov. 30, as compared with the pre- 
vious fiscal year, received a check for 
five per cent of the value of the in- 
crease. Adoption of the mutual profit- 
sharing arrangement is another dis- 
tinct achievement for Ault-Williamson 
and the checks made novel Christmas 
gifts for those dealers who took ad- 
vantage of A-W leadership and coop- 
eration. 


Vode Patent Leather Co. 


Starts Work at Lynn 


Boston, MAss.—The Standard Kid 
Co. of Boston has actively entered the 
patent leather field, and has organized 
the Vode Patent Leather Compay, with 
factories at Lynn, Mass. 

The new plant started operations on 
Dec. 19 and is now soaking hides at the 
rate of 360 sides daily. 

The company is aiming at a product 
of the highest merit only, and it is un- 
derstood that it is already selling 
Vode Patent Leather to some very high 
quality makers of women’s shoes. 

The Standard Kid Co. and its branch 
stores will be sole selling agents for 
this new patent side leather. 


Ben. Franklin Calendar 


Boston, Mass.—The ninth annual 
booklet calendar of the United Shoe 
Machinery Corporation is just off the 
press. Compiled by Daniel S. Knowl- 
ton, it gives the finest condensed picture 
of Benjamin Franklin, describing ade- 
quately the most many-sided man in 
all our national history. 

The booklet of twenty-four pages is 
set upon an ingenious pad for desk 
use through the year. The booklet 








may be preserved at the end of the | 


year by removing the staples which 
fasten the back cover to the mount. 
It is possible to get a copy by ad- 
dressing the United Shoe Machinery 
Corporation, Boston, Mass. 


| 
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WHERE TO BUY 


Women’s Novelties 





8 8 Lmemere To our © 2500 Dealers 





> 





a 
: 
a 
: 
: 
Boston, Mass. _ 4 








Latest Styles at 
Popular Prices 
in Stock  ~ 
ST.-NEW YORK CITY) 
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WHERE TO BUY 
Shoe Buckles 


Vv<«——_-VEITH—_—-- V 
& CUT STEEL— E 
IMITATION STEEL 
1 BEADED 
SHOE BUCKLES 
T aa iH, VEITH, INC. 


4 9-11 East Soot tok Now York bt 





PHOS OSCSHSOSOSCSOSOSOOSOS 


CUT STEEL 
BEADED-RHINESTONE 


“Decidedly Different” 
Importers 
BAUER & MANN 
3 West 209th St., New York 


SPHSSOSCOOCSOSCSOOCSOSOSOS 


Seceeeces cosecoccceeoocoes 
TriFart & De ALTERIIS 


Importers and Manufacturers 


CUT STEEL BEADED 


RHINESTONI 
SHOE ORNAMENTS 
101-103 West 37th Street, 
New York City 


EO ee er 


WHERE TO BUY 
Slipper Supplies 


Fe ee 


© @ © 


POMPOMS AND ROSETTES 
The = merchandise at the right price. 
Samples sent on request. 

HY- GRADE SLIPPER SUPPLY CO. 
693 Broadway New York City 
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WHERE TO BUY 
Ballet Shippers 


| BALLET SLIPPERS | 


Made on Right ett boasts 
1N 
“ ‘ 
Black « 
vere 


BROOKS SHOt Wie. CO 
Pr ‘ ' 


Ana 





HAND TURNED, BLACK KID 
BALLET SLIPPERS 


In STOCK 
Women’s, $298: 
Children’s, $1 26 
Send for Mail orders prompt - 
Samples ly attended to 

ROTH & ROSENBERG SHOE CO. 
124 N. 3rd St., Philadelphia 












Im Stock Black Bal- 
let Slippers 
Ladies’ $1.25 pr. 
Misses’ $1.20 pr. 
Childs’ $1.15 pr. 
BLOG SHOE CO., INO. 
147 Duane 5St., 
New York, N. Y. 




















WHERE TO BUY 


Heel Protectors 





A PROFIT MAKER 
to retail at 











WHERE TO BUY 
Children’s Shoes 


“ELAM” 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 
ROCHESTER, N. Y, 
Boston Office: Statler Bldg., Room 532 
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WHERE TO BUY 


Store Fixtures 





GOOD WINDOW 


FIXTURES 














Good Increase Noted 
in Brockton Production 


-_—— 


Plants Turning Out Jobbing Lines 
Now on Full Time 


BrROcKTON, Mass.—There was further 
cause for joy in shoe circles to begin 
the new year in the resumption of 
manufacturing in almost all of the local 
shops on a busier scale. 

Harold C. Keith of the George E. 
Keith Co. announced through the 
medium of a paper distributed to his 
employees each week that while the 
plant had not been very busy the past 
two months prospects were much 
brighter for the first few months of 
the new year. 

The W. L. Douglas Shoe Co. has re- 
sumed cutting and production will be 
increased at least 50 dozen by the time 
all the departments have resumed. 
Some of the departments were closed 
about two weeks for inventory. 

Plants turning out jobbing shoes are 
running on full time, including Satur- 
day mornings, since the first of the 
year. 


Katz & Moser Establish 


Shoe Factory in Texas 


San ANTONIO, TEx. (UTPS)—In or- 
der to supply the demand for one-strap 
black kid slippers in their own stores, 
which last year ran to 50,000 pairs, the 
Katz & Moser Corporation, operators of 
a chain of ten stores in leading Texas 
and Louisiana cities, have established 
the first shoe factory in Texas to be 
devoted to production of popular priced 
women’s shoes. 

This plant is known as the Kamo 
Shoe factory and is located at 407 
South Alamo Street, San Antonio, Tex., 
in a two-story building off one of the 
city’s main thoroughfares. It is fitting 
that the factory be located in San An- 
tonio, the home of the parent store. 

The factory concern is incorporated 
for $50,000 with Sid Katz as president. 
Edmund J. Moser and John Katz, vice- 
presidents, and Meyer Katz, secretary- 
treasurer. The name is a combination 
of the first two letters of Katz & Moser. 

The Kamo Shoe factory will have an 
ultimate production of about 1000 
pairs of shoes daily. Only one style of 
footwear, women’s black one-strap slip- 
pers, will be produced. This line will 
be made from high grade materials 
with turn soles, though the product will 
be retailed at popular prices. The 
leather used will be bought in the East. 

It is the primary intention of the 
makers to retail the line in their own 
stores, but surplus stock will be whole- 
saled to other shoes interests. Stand- 
ing orders have already been placed 
with Eastern firms. 

S. B. Alexander, for 17 years with 
the United Shoe Machinery Co. of Bos- 
ton, is superintendent of the factory. 
He is widely known in the shoe trade 
and is aan in all phases of the 
shoe production business. He came to 
San Antonio from Boston to assume 
the management. 

At least 75 persons will be employed, 
about half of whom will be women, 
who will do the stitching work. 








Every Week Shows 
Gain in Haverhill 

HAVERHILL, Mass.—The leather mar- 
ket is presenting perplexing problems 
to the manufacturer, according to local 
shoe men, who declare that the tanners 
are playing it safe on colors and not 
amassing any huge stocks, consequently 
making it difficult for manufacturers 
on short notice to acquire desired tan- 
nages. Many colors are included in 
the sample lines of Spring shoes, but 
the color trend is not sufficiently ap- 
parent that tanner or manufacturer is 
over venturesome in pushing any one 
color or material. Colored kid and 
suede in the new light colors are ad- 
mitted to have prominent place, but 
their is also a renewed demand for 
blacks. 

Local manufacturing conditions have 
improved weekly since the opening of 
December. Receipt of spring orders 
is acknowledged by several large pro 
ducers, but cutting activity is not yet 
general. A general clarification of the 
style situation is expected from the 
season’s style shows and Spring pro 
duction will not get generally under- 
way for a few weeks. 





House of Myers Expands 


ASHLAND, OHIO—An important finan- 
cial transaction took place recently at 
a meeting of the stockholders of the 
F. E. Myers & Bro. Co., the largest 
pump and hay tool concern in the 
world and also various devices for shoe 
stores, when action was taken to au- 
thorize the sale and transfer of all 
property and assets of the then exist- 
ing corporation, organized in 1921, to a 
new corporation organized under the 
same name. The new company will 
have an authorized capital stock of 
$3,000,000 in 6 per cent cumulative 
preferred stock and 200,000 shares of 
no-par value stock. The company was 
started originally by the late F. E. 
Myers. Early in the history of the 
company P. A. Myers secured patents 
on a double-acting force pump and a 
glass valve seat cylinder and the next 
year he joined with his brother, F. E. 
Myers. 

Officers of the new F. E. Myers and 
Bro. Co. elected yesterday are as 
follows: P. A. Myers, president; John 
C. Myers, first vice-president; Guy C. 

A. N. 


Myers, second vice-president; 
Myers, third vice-president; G. D. 
Myers, fourth vice-president; F. B. 


Kellogg, secretary and treasurer. The 
other directors are T. W. Miller of The 
Faultless Rubber Co. of this city, J. R. 
Nutt, president of The Union Trust 
Company, and L. B. Williams, vice- 
president of the Hayden, Miller & ©o., 
both of Cleveland. 


Love Home Burns 


MINNEAPOLIS, MINN. (UTPS)—J. 
W. Love, head of J. W. Love & Son, 
wholesale dealer in shoes and rubbers, 
has lost his suburban home by fire. The 
house was built last spring at Wayzata, 
Minn., which is on the shores of Lake 
Minnetonka, and cost $15,000. Defec- 
tive wiring caused a blaze at 1 a. m. 
Insufficient water protection and the 
early hour caused total loss. Mr. and 
Mrs. Love went to the home of tieir 
son next door. 
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Rugged 
Daintiness... — veealiéa 


ALPHA 


Brusgve masonry has no regard for stylish slender heels. 
Improperly attached wood heels become loosened or lost 


when suddenly wrenched. 


4] The picture isn’t an unusual test. It denotes the security Farsighted retailers 
¢ forestall vain regrets 


and ruggedness obtained by using GAC AtpHA Woop Hee by insisting on the 
Screws. Their exceptional holding power sets the heels true use of Alpha Wood 
da 4 aw ldi l k h ° a oe Heel Screws by the 
and rigid. Unyielding leverage keeps them in exact position pasar 
—gripped to the heel seat. The defiant roughness of paving important little detail 
es ° that will safeguard 

and crosswalks meet surprising resistance, because yanks and asus enitemetaad 
twists cannot “start” wood heels attached with help create good will 


AtpHA Woop HEEL Screws. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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POSITIONS WANTED 
LINES WANTED 

ALL OTHERS 

ALL gay SPACE 








4c per word. Minimum Charge 75c. 

4c per word. Minimum Charge 75c. 

7c per word. Minimum Charge $1.25 
dollars per inch. Allow 45 words to an inch 


Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, oe Seas See, Doe 
Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion 


will be put over to the following week’s issue. 








Boston, Mass., on 


When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 

Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 






































SALESMEN WANTED 





SALESMEN WANTED 








SALESMEN WANTED 














need answer. 





SALESMEN WANTED 


A large New York women’s and children’s novelty house 
wants several men for middle western and southwestern 
territory. Only those who have a built up business amongst 
the better trade, and are in the habit of earning good money 
Strictly confidential. 
Boot & Shoe Recorder, 239 W. 39th St., New York. 





Address D-233 care of 






Salesmen Wanted 


territories—Arizona, 


In the following 
Colorado, Connecticut, Rhode Island, 
Idaho, Illinois, Iowa, Kentucky, Massa- 
chusetts, Michigan, Minnesota, No. Mis- 
souri, Nevada, New Mexico, Oklahoma, 
Oregon, Tennessee, Utah, West Virginia 
and Wyoming, to carry two grip line of 
nationally advertised, popularly priced 
Men’s and Boys’ Medium Priced Dress 
Welts, including ten Arch Support num- 
bers of incomparable value. In-stock and 
commission proposition. Address D- 
247, care Boot & Shoe Recorder, 
207 South Street, Boston, Mass. 

















The best line of New Process 
Stitchdowns has openings for men 
with established territories. 


This Line is carried In-Stock and 
embraces all the ready selling 
styles in sizes 2/5, 5/8, 82/11, 
1144/2 to sell at popular retailing 
prices. 

Commission basis: 100% Ship- 
ments on All Orders. 


Full commission paid on all mail 


orders. This line brings regular 
sizing up orders once the line is 
placed. 


Spring line is now ready. (No 
objection if carried with non-con- 
flicting line.) 

Write full particulars in first letter. 
All correspondence held in strict con- 
fidence. Address D-249, care Boot 
and Shoe eg 239 West 39th 
St., New York, N. Y. 








SALESMEN WANTED 
To Carry Line of 
MEN’S GOLF SHOES 


Six shoes, carried in stock 
A-D wide. Unusual oppor- 
tunity for high grade men, as 
line is endorsed by leading 
golfers. 

Straight commission basis. 


THE ONLIE SHOE CO. 
No. 1 Deldorf St., Quincy, Mass. 





WANTED — Experienced salesmen to sell high 


grade Children’s and Misses’ Turn shoes. 
Address D-218, care of Boot and Shoe Kecorder, 
207 South St., Boston, Mass. 





SIDE . Line Salesmen for a 
dren’s line — Fastest tne heek money 
valae on the market. Ten per cent commission. 
Immediate action necessary to obtain line for 
your territory. Address D-253, care Boot and 
Shoe Recorder, 207 South St., Boston, } Mass. 


WANTED SALESMAN—Live wire in popu- 
oo store; one that can produce turn- 
over and profits; good opportunity for the right 
man. Address -252, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 








SALESMEN, exceptional opportunity with live 

women’s novelty house that can turn over 
large established trade in Pittsburgh, also 

Baltimore and Washington. Mention full de- 

tails in first letter. Address D-248, care Boot 

oot Shoe Recorder, 207 South St., Boston, 
ass. 





Real live wire shoe salesmen with 
established trade in the following 
states: Alabama, Arkansas, Ari- 
zona, Indiana, Louisiana, Michigan, 
Mississippi, Ohio, North Dakota, 
South Dakota, Texas. Complete 
line of women’s medium price, real 





WANTED—Experienced salesmen to 
sell on commission complete line of 
Women’s Welt Arch Support Foot- 
wear carried in stock. Territory open 
Indiana and Illinois — Chicago, 
Baltimore and vicinity. e Till Shoe 
Co., Owego, New York. 





hot novelties, all instock. Refer- 
ences must accompany applications. 
Liberal commission with wonderful 
opportunity for right men. Ad- 
dress D-178, Boot and Shoe Re- 
corder Pub. Co., 207 South Street, 
Boston, Mass. 

















WANTED~—Successful hard working salesman 
for Toledo and adjacent_territory, inctedios WANTED Salesmen with following in Min- 


Monroe and Lenawee 
Lines: 


Address Marion Rubber Company, 
Mich,, giving full information and reference 
first letter. 


unties, 
:—Goodyear Glove Rubbers, Keae nek 
tippers; also “MARION” men’s on —_~ 
roit, 





nesota, Ypres - -Michigan, Wisconsin, Illinois 
and Iowa. olesaler short line Men’s Dress 
and work shoes—24 numbers in stock—an ex- 
cellent side line—7% commission—no advances. 
Address D-254, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





WANTED. SALESMEN, high grade men to 

sell a side line of children’s quality shoes; 
short line, sixteen samples; shoes stocked; stitch- 
downs 5/8 and 8%/11; goodyear welts 5/8, 





8%4/11 and 11%/2, at popular prices. Good 
opportunity for live wire, men who can sell 
shoes in volume. Seven per cent commission. 


Give line now selling and details in veaie. 
MAIZE SHOE COMPANY, Rochester, N. Y. 


MANUFACTURERS’ AGENTS wanted, sales 
representation for complete line of Shoe 
Write for Es. Good 
Hoffmire Co. 





Racks and Parts. 
commissions. Address John S 
Auburn, N. Y. 








LINE WANTED 


H'G# Powered Shoe Salesman of twenty-one 
years honorable and successful Sales Ser 
vice; age 44; desires connection with reliable 
firm on commission basis; either complete Men's 
and Boys’ line or Po ular Priced Ladies’ Nov- 
elty line; territory io and Michigan. Sa imple 
rooms and auto service employed to insure re 
sults. Address D-219, care of Boot and Shoe 
Recorder, 207 South ’St., Boston, Mass. 
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LINE WANTED 





FOR SALE 





WANTED TO PURCHASE 





-XPERIENCED salesman, single, 13 years’ 
experience, “in St graduate, best references, 

following trade in State of Maine, wants 

ular priced men’s and boys’ shoe line for in 

England States. Address 24 High Street, 

Waterville, Maine. - 





SALESMAN of women’s shoes with a follow- 
ing of volume accounts in the $5 and $6 
market, seeks a strong line of smartly styled 
McKays. Can handle the output of a 20 to 
30 case factory. Will consider only those lines 
which offer first class competitive value. Can 
offer satisfactory record of achievement. 

dress D-256, care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 





WANTED—Cheap and medium price line of 
work shoes for men, for state of Florida 
and part of Oklahoma on strictly commission 
basis. What have you? Address D-255, care 
Boot and Shoe Recorder, 207 South St., Boston, 
Mass. 





IVE wire salesman, established trade of 

seven years with one line, desires line 
novelty McKays. Retail five to six-fifty, for 
Iowa, South Dakota, Nebraska and Kansas. 
Can give Al reference. Address D-251, care 
Boot and Shoe Recorder, 207 South St., Boston, 
Mass. 








POSITION WANTED 





Style Building SHOE BUYER 


with executive ability desires posi- 
tion in city of 200,000 or over. 
Expert merchandiser with fifteen 
years’ experience with large insti- 
tutions. A-1 shoe man and busi- 
ness getter. Best of references. 
Want to hear from live stores or 
chain stores that are looking for 
a man with progressive methods. 
Address D-246, care Boot & Shoe 
Recorder, 207 South Street, Bos- 
ton, Mass. 











ESIDENT Boston Salesman, thoroughly 

experienced in all grades of shoes, wants 
connections with reliable concerns. Knows 
market conditions. Ace High References. 
Address D-228, Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


BUYER or manager, store or department, 
fifteen years’ experience, five on State 
Street. A-1 references. y experience covers 
every branch of the retail shoe game. Address 
D-243, care Boot and Shoe Recorder, 189 West 
Madison Street, Chicago, IIl. 


UCCESSFUL manager and buyer for shoe 

department desires a change. Now manag- 
ing a department in city of 200,000 population. 
Would like to connect with department store 
or progressive chain organization handling 
popular priced shoes. I am 37 years of age, 
married, have had 20 years shoe experience—8 
years with present employer. Can give best 
of reference. Address E. H. Dunlap, 28 Stock- 
ton Ave., Dayton, Ohio. 














Write for Our List 
“SHOES STORES” 


For Sale 


FEDERAL BROKERS, INC. 
A.LU. Bldg. Columbus, Ohio 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy 
surplus or slow sellers. Quantities no ob 
Retail or wholesale. Short term leases 
of your lunds. Wire or phone us. Corre 
spondence confidential. Established 1890. 

MAX GLAUBERG 
436 Grand Street, New York City 


We also purchase clothing, hats, —_ | 
goods, etc. Dry Dock 085 








OR SALE—Shoe Store with established trade 

in South Dakota town twelve thousand. 
Good location and lease. Address D-245, care 
aoe and Shoe Recorder, 207 South St., Boston, 
Mass. 








MERCHANT NEEDS 





THE OSCAR ONKEN Co. 





Display Fixtures of Quality 
IN WOOD ONLY, BUT IN MANY PERIODS 4 


Your WINDow TrImMs 


ONKEN 


—Some of our New Period 

Display Fixtures can help 

you much in making attrae- 

tive trade pulling Sete 
your merchandise 

the coming year. 





—It might be a good business move to look 
into your present equipment amd see if a new 
set is not advisable. 





We catalog complete sets for Shoes, Women’s 

Wear, Clothing, Furnishings—ranging in price 

from $25.00 to $85.00 per set, with which 

effective results can be had as illustrated 

oom for immediate shipment and season's 
ing. 


" Of interest to the Display Man 
ASK For SpeciaL Boox B-11 








SPECIAL FIXTURES MADE FOR ADVERTISING PURPOSES 
J 








One of the Two Best Lines Made 


CINCINNATI, O. 





RETAIL shoe salesman wishes connection with 
high grade Shoe Store in Iowa or Wiscon- 
sin, fourteen years’ experience in shoe business, 
thirty-four years of age, excellent references. 
Address D-250, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





SINGLE man, age 34, with several years’ ex- 

perience in credit and collection departments 
of shoe manufacturers. desires position in a 
similar capacity. Good references. Address 
communications to H. S., care of Box 18, 
Milwaukee, Wisconsin. 








MISCELLANEOUS 





TURe ll surplus ~ Fy cash in ten 


da: two hund ly con- 
ducted _" Write giving sises and kind 
References, lesalers and Retailers. R. A. 


Wilson, Sr., Greenwich, New York, N. Y. 





EVERY 
KNOWN TYPE 
ot 


DISPLAY FIXTURE 


























Sell Us Your Left Over 


New York Export Purcuasinc Coapr. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 











CASH PAID 


Prompt attention given. 


KIRSCH-BLACHER CO., Ime. 


622-624 Broadway, New York, N. ¥. 
Phone Spring 1448 

















MERCHANT NEEDS 











The CAHILL CARTON 
THE CARTON THAT OPENS IN 
THE FRONT 
BEAUTIFUL COLORS 
ANY SIZE 
SHIPPED KNOCKED DOWN 


Write for Samples and Details 





HARRISBURG, PA 


HARRISBURG, PA. 




















SENTRY SHOE TREES 


Tues light, flexible, adjustable 
Sentry Shoe Trees in nickel, black 
and in six beautiful colors for 
ladies. Only two sizes necessary. 
One for men and the other for 
ladies. Retail for 25 and 50 cents. 














— 


Goldsmith Mfg. Co., Providence, R.1. 


—_—_—_ —_—___ 
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MERCHANT NEEDS 




















"THE big H-W line of shoe store 

chairs covers all seating 

needs. The type of chair, shown 

above, will deliver satisfactory 

service over a period of many 

years. Investigate our free 
seating service. 


PE enn, 
[ Heyes cc 
Baltimore, Md.; Boston, Mass.; Buffalo, 
N. Y.; Chicago, Ill.; Kansas City, Mo.; 
Los Angeles, Calif.; New York, N.Y.; 
Philadelphia,Pa.; St. Louis,Mo.; Port- 


» Oregon; San Francisco, Calif. 





















Tey 
} 


Be 


made for 40 years 
by the original in- 


“ee 


_ 
= ventors. 
A eat 
+ Made in all styles 
—. to suit any shelving 
ao = condition. 
ae) 
SH 
— + @et our before 
a a= placing y order 
is Milbradt 
a ea © 7 
2a} Manufacturing Co. 
] 2416 No. 10th Street 





ST. LOUIS, MO. 











|—ViINDOW 
DISPLAY FIXTURES 


I SEGALLE SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS 
SEND FOR CATALOG 





Ground Gripper Stores 
Headquarters Are Moved 


Boston, Mass.—To better coordinate 
their activities, headquarters of the 
Ground Gripper Stores Company are 
now located at the Ground Gripper 
main offices and factory, 100 Linden 
Park Street, Boston. 

On Wednesday and Thursday, Dec. 
28 and 29, twenty-five of the store man- 
agers assembled at the Hotel Statler, 
Boston, where plans for the new year 
were enthusiastically discussed. Ground 
Gripper advertising schedules call for 
greater use of newspapers than for- 
merly, with efforts concentrated in the 
cities where they have stores and 
agencies. 

During the N. S. R. A. Convention 
in Chicago, Ground Gripper will en- 
tertain a large number of exclusive 
agents. 


*“Shoes”” Wolf to Death 


MINNEAPOLIS, MINN. (UTPS)—H. 
E. Clark of Minneapolis, Minn., trav- 
eling salesman for the Simplex Shoe 
Co., Milwaukee, Wis., has the distinc- 
tion of shoe-ing a timber wolf to death. 
He was automobiling between Gilbert 
and Eveleth, on the Iron Range, when 
he came upon an interesting battle 
between the wolf and Victor Toyryla, 
a farmer. Toyryla had hit the wolf 
with his car and, thinking it dead, went 
back to get enough evidence to get the 
bounty. The wolf took a bite of the 
farmer just as Clark came along. 
Clark immediately thought of his sam- 
ple case, well loaded, as a weapon and 
he entered the fray, swinging the case 
with lethal effect. Who, under the cir- 
cumstances, would be entitled to the 
bounty for the dead wolf? 





Issues Fire Warning 


CoLumBus, OHIO (UTPS)—The Ohio 
Council of Retail Merchants of which 
George V. Sheridan is executive direc- 
tor has sent our warnings to all retail 
shoe dealers and shoe departments in 
drygoods stores concerning the period 
immediately following the Christmas 
holiday season which is very prolific of 
fires. He said that the records of in- 
surance companies show that the peak 
in retail store fires is reached early 
in January. As a result he warns 
merchants generally and retailers in 
shoes particularly to be very careful 
of the accumulation of waste in their 
store-rooms and basements. He sug- 
gested that all inflammable material be 
cleared away and that electrical wiring 
be reinspected to guard against fire. 





Veteran Manufacturer Dead 


Eustis, Fta.—Mickle C. Paul, for- 
merly of Paul Bros., bye ig ma ra. 
and one of the veterans of the indus- 
try, died here at the age of ninety on 
Dec. 19. 

He is survived by a widow and four 
children. Mr. Paul was so well known 
in the Philadelphia trade that his tall, 





stately presence will be missed in the 
trade. 















MERCHANT NEEDS 





ESTABLISHED BHD 


LABEL 


and 


SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


" = fresukist hy) 
263-271 LEXINGTON AVE, BRODKLYM, mx 


AMERICA’S CREATEST 
SHOE CARTON @& LABEL MPCs 

















‘The Breakers 
§o modern i equipment and 
well eel it is ie as 
one of the 's finest Hotels 


PE. WER 














Fa al h SS 2S 
ATLANTIC CITY 
For An Unusual Winter Outing 
interesting as the Boardwalk where it 
. .. 8 modern as the times... its | 
the largest and best located om the | 

it... its appointments and service 
a delight to the 


Cutsine par excellence. 
Hostess Golf Dancing 








As 
stands 








G. W. Herrick Co. Formed 


SaLeM, Mass.—G. W. Herrick Shoe 
Co. has succeeded Rothbard Shoe (o., 
makers of novelty shoes for chain 
stores, 28 Goodhue Street, Salem. Max 
Rothbard, of the Rothbard Shoe Co. 
and Lester Herrick, of the Herrick 
Shoe Co., of Lynn, now in liquidation, 
make up the new organization. 





1] 
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Established 1894 


IN STOCK 


Patent Blucher with Dri-Sole 


Stock No. 
1201 Sizes 5-8 Spring Heel 


12025 Sizes 8-11 


TRUITT BROS., Inc. 
Binghamton, N. Y. 


Rubber Heel 
12035 Sizes 11%4-2 Rubber Heel 


Also Tan, Gun Metal and Golden Elko 














a “blind groping in the dark.” 


its place. 
grope in the dark. 


circulation. ; 
Bureau of Circulations. 





GROPING IN THE DARK 


Time was when the purchase of advertising space was 
Advertisers had no 
means of checking a publisher’s statement of p Mae Pov 
and often these figures were unreliable. 


In six years the Audit Bureau of Circulation has 
solved this perplexing problem. By a systematic analysis 
of distribution and methods this organization is able to 
supply just the data an advertiser needs. Th 
is dispelled and the bright light of verified facts takes 
Space buyers no longer find it necessary to 


There are no dark spots in the Boot and Shoe Recorder 
Our records are audited by the Audit 


IN 
STOCK 


36 Pair Cases 


ie 








EK 


A. W. GREELEY 


12 Duncan Street « 


Buying Greeley Boudoirs 
Is the First Step To 
Larger Boudoir Sales 


This statement you will endorse 

when you have shown my line to 

your trade. I created and main- 
tain a standard of quality 
which puts my boudoirs 
in a class by themselves. 
Black or colors. Leather 
or rubber heels. 


Deliveries At Once 





Haverhill, Mass. ww, 








Thorson Heads North- 


west Shoe Travelers 


MINNEAPOLIS, MINN. (UTPS) — 
Doubling of membership was one of 
the notable points in the record of the 
two-year régime of the retiring presi- 
dent of the Northwest Shoe Travelers’ 
Association, which had its annual 
meeting in the Boston Block Club 
rooms. The election resulted in the 
selection of Henry Thorson as president 
to succeed C. H. Kennett, who had 
served since 1925. 

Other officers selected are: Vice- 
president, Frank Bailey, Midwest Shoe 
Co., Minneapolis; a i ee om 
Elmer Fuller; directors, J. W. Bates, 
E. P. Reed & Co., Rochester, N. Y.; 
E. L. Clark, F. Mayer Shoe Co., Mil- 
waukee, Wis.; : Ss. Ellenstein, Mid- 
west Shoe Co.; "tants Olson, L. D. 
Stickles Shoe Co., Red Wing, Minn.; E. 
C. York, Boyd-Welsh Shoe Co., "St. 
Louis, Mo.; ; C. H. Kennett, C. P. Ford 
& Co., Rochester, N. Y. 

A full delegation was elected to at- 
tend the annual meeting of the 
National Shoe Travelers’ Association, 
Jan. 7-9, in Chicago. 


Segall & Sons Moving 


PHILADELPHIA, Pa.—Segall & Sons, 
now at 933 Arch Street, will remove 
about Feb. 1 to 923 Arch Street, five 
doors below. Their new show rooms 
are very spacious, and really the word 
showroom will not quite express its 





purpose. It will more nearly be in 
the way of a demonstration room en- 
abling them to correctly advise their 
customers as to the proper use of the 
fixtures they buy. The new showroom 
will be modernistic in treatment—the 
walls of travetine with a stippled ceil- 
ing. The lighting fixtures will be 
wrought iron, and two types of show 
windows, of course without glass, will 
occupy a side showroom enabling the 
making of ideal trims. 

Individual pieces rather than groups 
of display fixtures seem to be the 
modern tendency, Mr. Segall stated, in 
present window treatment and it will 
be their policy to have such a new 
unit, at least once in each month, pos- 
sibly a greater number. 


Many Holiday Parties 
in Haverhill Plants 


HAVERHILL, Mass.—Christmas par- 
ties marked the holiday season in the 
local shoe plants, employers and em- 
ployees joining in many festive events 
on the Friday afternoon preceding the 
holiday. Christmas trees, dancing 
parties, and interesting entertainments 
were enjoyed. 

One of the largest Christmas parties 
was held by the Clinton Shoe Co., 
makers of women’s McKays, one of the 
steadiest units in the local industry. 
A party of 250 participated in the fes- 
tivities, with the arrangements under 
the personal direction of Joseph Wein- 





stein, president and treasurer of the 
company. It marked the first anni- 
versary of the business under Mr. 
Weinstein’s management and was at- 
tended by great enthusiasm. The Clin- 
ton Shoe Co. had the distinction of be- 
ing the only local plant to operate on 
— during the month of Decem- 
er. 


Brockton Factories Now 
Beginning on New Runs 


BROCKTON.—The shoe outlook here 
took on new optimism this week with 
the resumption of production by three 
more concerns after inventory. Work 
commences on the new run with a fairly 
good supply of orders on hand. One 
factory with probably the largest out- 
put of any in the city will not close for 
stock taking, the inventory being taken 
during the course of the day’s work. 


Changes in Haverhill 


HAVERHILL, Mass.—Numerous busi- 
ness changes are taking place with the 
opening of the new year. The Gilbert 
& Freedlander Shoe Co. has been suc- 
ceeded by the Gilbert Shoe Co., Israel 
Gilbert of the former concern now con- 
ducting the business. The partnership 
of the Katzman & Rosengard Shoe Co. 
has also been dissolved, Mr. Joseph 
Rosengard withdrawing from the busi- 
ness and the firm continuing under the 
management of Milton Katzman. 
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Serves in 


Getting More Shoes Sold Right; not only “more” but “right’’; 


sold 


for the right purpose, to the “a Th wearer, in the right fitting, for the 


_— = —-* at the i aad me 


This is the great problem of the retail 
purpose of Tue Boor anv SHoe Recoxper 


is to help rae. it; for this is the basic problem upon which depends 
the progress of the entire allied industries relating to shoes and leather, 
their production and distribution 


In this Issue— 


‘TTEN SEASONS INSTEAD OF Four.... By J. J. Sensenbrenner......... 19 

SELLING MorRE CHILDREN’S SHOES... By Helpful Hank ............. 21 
An Analysis of Possibilities. 

THE VOICE OF THE RECORDER....... Opinions of the Editor ....... 

COOPMRATIVE PUBEACITY ..ccccccccc AGUOTUBING cccccccccccccccecee 24 
What the Louisville Merchants 
Did. 

TRADE ACCEPTS HIGHER PRICES.... At the Boston Show......... a 
Full Reports of Statler Exhibi- 
tion. 

THE CopLEY PLAZA STYLE SHOW... What Was Shown ............ 28 

A REVOLUTION IN WINDOW DISPLAY. The Modern Manner ........ -.- 30 

SHOES AND HosieRY—Now LuGGaGE In a New Store .............. 82 
In the New Peacock Shop. 

GETTING NEws INTO THE PAPER.. What Pontius Did .....cccces . 88 
Free Publicity. 

WHOo’s WHO ON THE ROAD......... By Helen M. Haney ........... 39 
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OTHER REGULAR FEATURES. 





GETTING MORE 
SHOES SOLD RIGHT 





THE BooT AND SHOE RECORDER PUBLISHING Co. 
207 SoutH STREET, BOSTON, MASs. 
EVERIT B. TERHUNE, President 


WILLIAM M. LEBRECHT 
Treasurer 
H. WALTER SCOTT 
Vice-Pre 


GEORGE W. R. HILL 
Vice-President 
B. C. BOWEN 
Vice-President 


a, D. ANDERSON 


ecretary 
Directors of the corporation, in addition to 


the abuve-named officers, 


A. C. PpARSON 
Owen A. THOMAS 


CHARLES H. FURBER 


are as follows: 


Hucu M. Bowgn 
P. M. FAHRENDORF 








SUBSCRIPTION 


RATES 


Whe subscription price of the Boor anp SHom Reoorper is $8.00 for one year, which includes 


+ in the United States, its 


ions, Oanada, Mexico, Spain and 4 + amma and South 
-00) 


America (excepting Venezuela and the Guianas, which is 


FORDIGN SUBSCRIPTION—The price to all foreign countries except the above is $6.00 per 
year including postage. 


All subscriptions are payable in advance. 


Single copies 25 cents. 





A request for change of address must reach us at 
with which it is to take xy 


through an * to h advance notice. 


your 
old one, “inclosing if possible your address label from a recent copy. 


least thirty days before the date of tissue 


Duplicate ome mnot be sent to replace those undelivered 


new address ibe sure also to send us 









@intered as second-class matter Sept. 19, 1038, at 
Member, 


the Post Office at New York, N. Y., under the act of 
3, 1879. 


Associated Business Pa 
Member of the Audit Bureau of 


Inc. 
culations 











January 7, 1928 
A buying guide to 


BOOTS AND SHOES 


Alden, C. H., Co., Abington, Mass........ 40 


~~ Slipper Co., Inc., Brooklyn, 
Blog Shoe Co., New York City........... 54 

Brockton Co-operative Boot & Shoe Co., 
DOGEOE, TBs. cos sccsccscccceccescoee 50 
Brooks Shoe Mfg. Co., Phila., Pa......... 54 

Churchill & Alden Co., Brockton, Mass. 
4th Cover 


Clapp. Edwin, & Son, Inc., E. Weymouth, 
6006060606 0000s6d 008 C0 CeCe SCOR CCS 50 


Cohen, Samuel, Shoe Co., Boston, Mass... 53 
Commonwealth Shoe & Leather Co., Whit- 


Gs HS 6d. ccdcewccccescenesocensecs 50 
Conrad Shoe Co., Brockton, Mass......... 46 
Duane Shoe Co., New York City.......... 53 


Elam, F. 8., Shoe Co., Rochester, N. Y.... 54 


Greeley, A. W., Co., Haverhill, Mass..... 59 


Green, Daniel, Felt Shoe Co., Dodgeville, 
Ds ES Redd eieeas caeweste eenseoseesese 35 


Greenwald, Louis, Shoe Co., New York City 46 


a Ernest D., Co., Newburyport, 

6 6'066:060'0600066 000066 060050080 600 ll 
Johnston & Murphy, Newark, N. J....... 8-9 
Lilly, Henry, New York City............. 50 
Mayer, F., Shoe Co., Milwaukee, Wis..... 2 
Menihan Co., Rochester, N. Y............ 42 
Nettleton, A. E., Syracuse, N. Y.......... 50 
Packard, M. A., Co., Brockton, Mass..... 50 
Paristyle Footwear Mfg. Co., Inc., Brook- 

WU Be Bevveccesecescesscesoes ecccccce 53 
Plant, Thomas G., Co., Boston, Mass... .36-37 
Reynolds, Bion F., Brockton, Mass........ 51 


Rice-O’Neill Shoe Co., St. Louis, Mo.2nd Cover 


Richards & Brennan Co., Randolph, Mass. 50 


Roth & Rosenberg Shoe Co., Phila., Pa. ..52-54 
Shaw, M. T., Corp., Coldwater, Mich...... 12 
Smith, Wm. Sumner, Chicago, IIl......... 52 
Stacy-Adams Co., Brockton, Mass........ 50 


1 Shoe Co., Baltimore, Weymouth, 


Truitt Bros., Inc., Binghamton, N. Y..... 59 





















Miheasts Fs 








Hul 


Sta 


Ster 


Unit 


Wes 


FINI 


Baue! 


Franl 
Cit; 


Golds: 


Goodw 
Mas 











































40 

yn, 
ccs 52 
54 

50.5 
coe = 
54 

Ss. 

1 Cover 

ith, 
cece 50 
53 

hit- 
coe =O 
46 
53 
54 
59 

ille, 
Dity 46 

ort, 
one 8 
. 8-9 
50 
2 
42 
50 
50 

0k- 
eos 52 
- -36-37 
51 
nd Cover 
lass. 50 
52-54 
12 
52 
50 


uth, 


52 








January 7, 1928 


Our Advertisers in this Issue 


.» New York City 
United States Rubber Co., Ne ih, 


Wohl Shoe Co., St. Louis, Mo.........+- . BB 


LEATHER AND OTHER MATERIALS 
Barbour Welting Co., Brockton, Mass.... 10 


Beggs & Cobb Co., Boston, Mass.......-- - 651 


Creese & Cooke Co., Boston.......++++++: 51 
Evans, John R., & Co., Camden, N. J... .14-15 
Graton & Knight, Worcester, Mass..3rd Cover 


Hub Gore Makers, Chelsea, Mass....... oo & 


Standard Kid Co., Boston and New York. 3 


Sterling Fibre Co., New York City........ 51 
United States Leather Co., New York City 5 


West Virginia Pulp & Paper Co., ~_ 
York City 


FINDINGS AND SHOE STORE SUPPLIES 


Bauer & Mann, New York City.........-- 53 


Frankel Display Fixture Co., New York 
GF cccccccccccccecocceccccsceccceccecs 


Goldsmith Mfg. Co., Providence, R. I..... 58 
Cpe, Cc. L., & Co., 


Mass. 


Inc., Worcester, 


Heywood-Wakefield Co., Wakefield, Mass.. 58 


Hy-Grade Slipper Supply Co., New York 


DE 60nsesesecsceseocecescovesoscseoce 53 
Milbradt Mfg. Co., St. Louis, Mo........- 58 
Milwaukee Chair Co., Chicago, Ill........ 12 
Onken, Oscar, Co., Cincinnati, Ohio..... 57 


Ramey Heel Protector, Memphis, Tenn... 54 


Segall & Co., Philadelphia, Pa...........-. 58 
Trifari & DeAlteriis, New York City..... 53 
Veith, A. & H., Inc., New York City..... 53 





MACHINERY, 


DRESSING, ETC. 


BOOT AND SHOE RECORDER 


LASTS, MFRS.’ SUPPLIES, 


Beckwith Mfg. Co., Boston.........+++s+++ 6 

Cahill Carton Co., Harrisburg, Pa....... 57 

a 4 Fast Color Eyelet Ce., Boston, 

United Shoe Machinery Corp., Boston, 
BEREB. cccccocccccccesesecsccscoess 44, 55, 62 

MISCELLANEOUS 

Alexander Hamilton Institute, New York 

ME 66-5655 545-60N008050066RNS 6085004504 13 


Boot & Shoe Workers Union, Boston, Mass. 7 


Breakers, Atlantic City, N. J............ 58 
Glauberg, Max, New York City........... 57 
Interstate Merchants Council, Chicago, Ill. 4 
Kimberly-Clark Co., Chicago, Ill......... 17-18 
Kirsch-Blacher Co., New York City....... 57 
Meyer, Frank B., Co., Ine., Brooklyn, 
Sb ie aubenekwectusecdnsnnesessseevsees 58 
New York Export Ssemmapped Corpora- 
Ce TIS Te Ge ir eccocccnsecsscssce 57 
St. Charles, Atlantic City, N. J.......... 58 
HOSIERY SECTION 
Alterson, L., & Co., New York City...... 85 
Beaton, J. R., Co., Ine., New York City.. 86 
Brown-Durrell Co., Boston and New York 
66-67 


Combine Hosiery Corp., 


New York City 


68, 4th Cover 
Cooper Wells & Co., St. Joseph, Mich.... 


Elliott Hosiery Co., Inc., New York City.. 


Everwear Hosiery Company, 
Wis. 


eee eee ee eee ee ee eee ee 


Gotham Silk Hosiery Co., New 


Milwaukee, 


York City. 


Holyoke Silk Hosiery Co., Holyoke, Mass. . 


Kramer Hosiery Co., Chicago, 


TD. wcccces 


Krueger-Tobin Co., Inc., New York City.. 


Rosenhain Co., New York City 


76 


84 


78 


70 


88 


80 
82 








61 


Next Week 


you will find 
in the 


Boot and Shoe 
Recorder 








HE national gathering of all of 

the crafts at Chicago to learn 
at first hand from the retail shoe 
merchants their vision of 1928 gives 
us a masterly opportunity to paint 
the picture for the shoe year. Style 
shows, as such, are scenery settings. 
We go behind the scenes to indicate 
what has been actually bought for 
the advance period, in what volume, 
in what colors, in what styles, and, 
what is of extra importance, in what 
temper the new prices are accepted. 


HE speed with which color runs 

into the early spring months 
will be translated in our Jan. 14 is- 
sue in a very novel manner. We ex- 
pect to find out the standing of each 
of the new colors, in ratio to the 
business of February, March and 
April, by a new and novel method of 
compilation. We hope to prevent the 
duplication of the error of 1927 in 
springing pastel parchment nation 
wide at an unseasonable time. 


O what extent are the new prices 

acceptable to the trade is a very 
important question up for national 
consideration in the early weeks of 
January. There never was a time 
when the shoe trade had a better op- 
portunity to find where it stood on 
the price problem than at the be- 
ginning of wholesale ordering in 
January. With the merchant facing 
an increase in his own cost price, he 
must now pass that increase on to 
the public. 
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Shoes VS. Romance 


ROM time immemorial shoes and weddings have been as- ers, were worn. The modern bride 


In Colonial days, bridal shoes of 
buff silk, embroidered with flow- 


sociated in popular romance. The custom of throwing an must have white satin pumps for 
the ceremony, and a complete 


old shoe after the bride is still observed. In Anglo-Saxon shoe wardrobe for her honey- 
moon trousseau. Since she must 


weddings the shoe was as indispensable as the ring is with us Seen tn tee et dae aad 
today.’ During the ceremony, the bride passed her shoe to the be equipped with — 
bridegroom, who gently tapped the maiden on the head with eo 

it to signify his future authority. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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Growing Pains- 
and 
Pleasures 


Last month we were forced to apologize for 
being behind in our orders. We said then that 
we were doing our utmost to correct this con- 


dition. Here is evidence of that fact. 





This is a photograph of our Philadelphia 
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mill. The addition, which you see in process 






of construction in this picture, is now com- 












pleted and turning out Gordon V-Lines 
twenty-four hours a day. Deliveries are al- 
ready improved. 

Next week we will show you more of the 
increased manufacturing facilities we have 
been forced to acquire to take care of the 
unprecedented demand we are experiencing 


for Gordon Hosiery. 





rion 
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BROWN DURRELL CO. 


/ NEW YORK BOSTON 


Hosiery and Shoe Store Accessories 
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N December 17th, 1927, Combine Hosiery 
Corporation was licensed to manufacture 


and distribute full-fashioned pointed heel 


hosiery under Landenberg Patent No. 1,111,658. 
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Here’s What the License Means to You 


TreZur full-fashioned silk hosiery 3A complete line of hosiery priced to 


with pointed heel now sold under the 


give adequate markup, and yet afford 


patent license. unusually quick turnover. 


2] Improved styles of quality-made mer- 
chandise ranging from the durable, 4G The new spring shades in addition to 


reinforced service stocking to the modish 


the leading shades of the season in 


extra length chiffon. stock for immediate delivery. 


TREZUR PoINTED HEEL HOosIErRy 
Pure silk with fine lisle sole 


Style Per Doz. 
50 Chiffon weight, pure silk. Four-inch welt of fine lisle....... $12.25 
55 Medium weight, very durable...................ccceeceeees 12.25 

555 SPECIAL OUTSIZE, medium weight....................... 15.00 
ee 15.00 

All Pure Silk 

600 Chiffon weight with silk plated sole.................000.005- 13.50 
70 New improved 45-gauge chiffon weight..................... 15.00 
75 Forty-five-gauge service weight........ccccccccccccsccscccess 15.50 
80 Extra fine gauge chiffon, extra length with Picot Edge........ 18.00 
90 Forty-eight-gauge, three-thread chiffon with Picot Edge....... 24.00 

Square Heel 
182U Wool underhose, featured with gauze sole of fine lisle........ 7.50 
105 Service weight especially constructed silk and art silk, with 





er os accic pc euiaesoeeeesseeseedee sees 9.50 


Immediate Delivery——Terms 1% 10 days, Net 30 days. 


COMBINE HOSIERY CORPORATION 
1107 Broadway, New York 
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THE GREEN TICKET 





Little Coupons Entitling Customer to 
Rebate When Three or Six Pairs 
of Hose Are Bought Brings 


HILE wait- 

ing for a 

chance to say a 
word to Manager Charles 
S. Byck in the Chandler 
Shop, Cincinnati, Ohio, it was 
noticed that all the salesmen were 
passing out green tickets to all their 
customers. Investigation proved 
them to be one of the many good 
ideas that Sam B. Edison uses to 
boost his hosierv sales, for these 


CHANDLER’S 


“Mar-V-Lus” Hosiery Coupons 


WORTH $1.00. KEEP THIS 
IN YOUR PURSE 


§ 50c 
1|o be 14) 
218 50c |: 


12345 67 8 91011 12 
17.18 19 20 21 22 23 24 25 26 27 2s 


131415 16 
29°30 31 


little green tickets are the means of 
selling lots and lots of stockings. 
They are simple in operation too. 
The salesmen in giving the tickets 
to the customers explains that a 
$1 discount will be allowed on each 
six pairs of stockings bought in the 
store. It is not necessary to pur- 
chase all six pairs at any one time. 
One side of the card tells how it 


operates, saying, “Worth $1.00. 
Keep this in your purse. At each 
purchase of ‘Mar-V-Lus’ Hose 


Hosiery and Shoe Store Accessories 


Added Trade to Chand- 
ler Shop 


“CEUSY 


have this Courtesy 

Coupon officially 

punched by the sales- 

lady. On the purchase of 

the third pair, you will be 

given a reduction of 50c upon 
surrender of this coupon.” 

On turning the ticket over, one 
notes that there are really two 
coupons, each one worth fifty cents 
apiece. To explain the operation 
of the card. 


, 
Worth $1.00 
Keep ThisIn Your Purse 
At each purchase of “Mar-V-Las” 
Hose have this = ope’ ve upon offieial- 
ly ched dy. On the 
pair you will be 
upon surrender 





z pd to ne mone 
a 


n of their patrona ai os ap te 
ment for them to know and enioy 
nal qualit f this cele 


Chandler's Boot Shop 


Women Who 

Buy Hose 

at Chandler’s 
Take No Chances. 


Every Pair Must Satisfy! 


\Vhen one or two pairs are bought 
separately, the cards are punched 
accordingly in the left hand margin. 
At the same time, she punches the 
month of the sale, from the 1 to 12 
numbers on the right hand column, 
and the date from those figures on 
the bottom of the card. When three 
pairs have been sold and a coupon 
redeemed, the consecutively num- 
bered green ticket is attached to the 
hosiery report as evidence of the 
transaction. 











SMARTER STOCKINGS 
EASIER SALES 


ISCRIMINATING women do not buy “just stockings” 
any more. They want stockings with distinctive merits 
—of beauty, wear, smartness, reputation! 
Onyx Pointex Silk Stockings, made by Gotham in Onyx 
mills, have the beauty and wearing quality that bespeak fine 


silk and expert workmanship. They have the smartness of 


Fashion-right colors. AND — they have the feature that 
commends them to all smart women—the becomingly 
distinctive Pointex heel. 


GOTHAM SILK HOSIERY CO., INC 


Manufacturers 389 Fifth Avenue, New York 
Mills: Philadelphia, Dover, Passaic, Wharton and New York 


é 


These are Onyx Exchange Privilege Numbers 


Order them in all colors and sizes. You may exchange, as desired, any styles 
that do not readily sell. 
—Service weight. Silk with cot- ~<a. Silk, with cotton welt 
Style 265 ton welt and foot—for thecon- Style 541- foot—a smart, trim, style 
servative woman who demands the utmost stocking at a oils ps possible by quantity 
in wearing qualities. Retailing at $795 production. Retailing at $165 


a a 
Style 505 —Chiffon. The newest Gere Style 707 —Setvice-Sheer. Silk to the hem 


‘ Pointex number — beautifu with durable cotton welt and 
sheer, silk to the very top with cotton foot. foot. Sheer enough for smartness — strong 


Retailing at $185 enough for wear. Retailing at $185 


—Chiffon. Silk from top to toe. [An ideal stocking for the 
Style 750 woman with one eye toward all-silk smartness and the 


other,toward economy. Retailing at $] 95 


Onyx @ Pointex 


To ee te hee Oe Petes mn Oe 


Sik Stockings 
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trade is regarded as a red 
headed 


stores, but here is a merchant, T. L. 


Spor the men’s stocking 


step-child in shoe 
Fuller of the Fuller Shoe Store, 
Columbus, Miss., who has worked 
up a very profitable business in his 
family shoe store. 

“First,” to quote Mr. Fuller, “we 
have a fair sized table up front on 
the men’s side of the house, on 
which we always keep a good dis- 
play of men’s novelty hose. This 
| table is right near the wrapping desk 
and always has at least five dozen 
good snappy numbers on it, in full 
view of the customers. The socks 
are arranged in piles of sizes, that is, 
}all 75 cent size 10% are in one pile, 
all 11’s in another and so on. We are 
Snever obliged to hunt for a size in 
}a pattern, for if we have it at all, 
it is right in its proper bin. 

“We never mention socks until 
after the shoe sale is completed and 
we have delivered the shoes and 
change to the customer. Picture 
him standing at the wrapping coun- 
ter, with a table of attractive hose 
just at his right. He has seen the 
Hdisplay while waiting for his bundle. 





atest did ve 














ON THE 
WAY OUT 


G9 


Is the Time and Place 
to Suggest Hosiery to the 
Man, Says Fuller 


ow 


The chances are that he has even 
fingered some of them over. As he 
is handed his change is the time we 
consider it proper to start our hose 
sales talk, and then only in a casual 
manner. Invariably, if he has one 
or two dollar bills in change, he will 
spend at least one of them for socks. 
A check up has proved that he will 
do this 70 per cent of the time. If 
you sell 70 per cent of your trade 
two or three pairs of socks, you will 
sell more pairs of socks than pairs 
of shoes, and that is precisely what 
we are doing. 

“Tt is seldom that a man will buy 
hosiery in a shoe store, we find, un- 
less he comes there for the purpose 
of buying shoes, so it is up to us 
to make the most of our opportunity. 
\Vith the women it is different. They 
will buy stockings any time that a 
particularly pleasing number is 
shown them. Then will come into 
a shoe store to buy stockings 
whether or not they buy shoes. 

“We sell stockings to the ladies 
during the shoe sale, for in this case 
it is the harmonizing appeal that 
over strongest. After a 
(Continued on page 83) 


goes 











M. POIRET SPEAKS 


Noted Couturier Says American W omen 
Are Leg Conscious But Not Hose 


Conscious; 


‘W" EN I y Variety 
see Ameri- 

can women 
dancing in a ballroom, it 
seems as if they are dancing 
on one leg.” 

This latest criticism of the Ameri- 
can woman’s shortcomings in dress 
was made by Paul Poiret in 
Northampton, Mass., on his recent 
American tour, as the guest of 
George B. McCallum, to address 
the girls of Smith College. 

“American women are leg con- 
scious but not hose conscious,” de- 
clared the famous Parisian couturier 
and arbiter of feminine fashions. 
“Their legs are standardized like 
your Fords and office buildings, at 
least in the color variety of their 
hose. With hundreds of color 





in 


Colors 
i a) 


Advises More 
Stocking 


shades and _ tits 
from which to select, 
they apparently insist 

upon one shade or tint 
without variation. This is 
why I say a group of women 


in a ballroom seem to be dancing on 


one leg.” 

M. Poiret followed up his recent 
declaration that American womien 
show too much of their limbs, with 
the statement that they pay too little 
attention to “properly setting off 
what they so willingly display.” 

“T have been greatly surprised to 
find that the average American 
woman, supposed to be so imagi- 
native and fond of color, should 
display little or no imagination in 
selecting color variety in her ho- 
siery. 


George Bliss McCallum, hosiery manufacturer, 
has a Smith College girl show M. Poiret how 
a stocking should be drawn on the leg properly 
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M. Poiret giving Smith College girls a few pointers on the science of 
style and relation of colors in dress harmony while, at the right, George 
B. McCallum, president of the McCallum Hosiery Company, looks on 


consciousness. There should be a 
distinct hose consciousness, just as 
there is a dress conciousness or 
style consciousness. Flesh colors 
and nudes seem to be the rage. It 
is so monotonous—it is exasperat- 
ing. 

“I do not advocate a different 
hose color or shade for every day 
of the year,” continued M. Poiret, 
“but of the hundreds of shades, 
ranging from Shadow and Sunburn 
tints to Ivory and Mauve, surely 
women should be able to relieve the 
hideous monotony of their leg cos- 
tuming with at least some variety 
of color and shade. A woman 
should change her hose at least 
twice a day, and if she must show 
her leg from the knee down, she 
should set off contour and form with 
a variety of color. In their desire 
to make themselves beautiful above 
the knees, American women have 
forgotten the importance of mak- 
ing attractive that part of the anat- 
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omy below the knees. Their only 
step in this direction has been to 
show as much of the leg as pos- 
sible.” 


“Men’s Hose Swinging to 
Fancier Effects 


PRING, 1928, will see a revival 

of fancy hosiery for men. The 
plain effects and solid colors, in both 
half hose and sports hose have about 
run their course in popularity, in 
fact they never did attain the big 
selling volume that was expected of 
them, and now the pendulum is 
swinging the other way. Horizontal 
stripes, fine figures in colors, broken 
checks and even plaids are making 
their appearance in the Palm Beach 
showings. Figures in high grade 
sports hose are still small with the 
exception of the Argyle plaids but 
colors are brightening perceptibly. 





































which the seam of 


of this novelty hose 





line horizontal stripes 
in imported lisle half 
hose are offered by 
Taylor & Watson for 
spring as a change 
from the vertical 
stripes which have held 
sway for the past sev- 
eral months 


The new “Diamond 
Selvage’ introduced by 
Krueger-Tobin Co., Inc., in 
the 
stocking is decorated and 
strengthened by diamonds 
all the way up. Many tech- 
nical problems had to be 
overcome in the production 


golfing wear on the 
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Tennis sock, of 
wool and with gi 
colored tops have 
been adopted in thi 
East for street 
wear over regular 
hose in the cold 
weather, and for 





West Coast 


























j Illustrating the 
4 color trend in wo- 
men’s hose for 
spring, the light 
beige stocking worn 
with the white shoe 


New patterns in 
mixed yarn popular 
priced golf hose for 
spring, offered by 
the Climax Hosiery 
Company 




















The vogue for the 
pointed heel has ex- 
tended to seamless 
hosiery. The Archer 
Hosiery Mills 
offer this 300 needle 
all silk number to 
retail at $1.00 
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IRON CLAD 
No. 907 


is a beautiful Pure Silk, light 
weight, FULL Fashioned and Silk 
to the Hem style with a mer- 
cerized top and foot. It is to be 


had in all the best shades such as 
UVE TAUPE, 


GUNMETAL, MANON, MERIDA, 

DUST, BLACK and WHITE... 
3 pairs of one size and color 
x, sizes 8 to 10%. IMME- 
DELIVERY. 
$11.50 a dozen 

Send for a sample % dozen TODAY 


Cooper, Wells & Co. 
Broad St., St. Joseph, Michigan. 
Mills: St. Joseph, Michigan and 

Decatur, Alabama 


ull Jashione 
Pure Silk «£ is ° 
ight Weight 


Lo 4 
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PRICES AND SUCH 


Kayser Reduced Prices 


on Spring 


List While Berkshire Makes no 
Change; Some New Fancy 


HE 


most absorbing 


two 


topics in the ho- 


i siery field at present are 


S prices and color, both of 
them discussed with spring, 1928, 
in mind. Of the two, color is the 
more settled. 
» Because of the 
i} dency in the raw silk market during 
the latter part of 1927, the making 
of spring price lists of women’s full 
I fashioned silk hosiery was delayed 
far beyond the usual October date. 
| At the opening of the New Year, 
§ however, some reductions were an- 
| nounced; the first to break the ice 
' with the new spring prices was the 
j Julius Kayser Company. The new 
§ list shows several reductions, rang- 
Hing in the main from 25 cents to 
#$1.00 a dozen, with the suggestion 
)that no change be made in retail 
| prices. A cut of $3.00 a dozen was 
smade in the company’s 54 gage all 
silk ingrain hose, which formerly 
sold at $42 a dozen. 

Combine Hosiery Corporation 
announced reductions ranging from 
25 to 50 cents a dozen, while the 
new prices issued by J. R. Beaton 
& Company are lower by 15 to 75 
dozen. Berkshire prices 
are unchanged. Along the line of 
iprice changes the Krueger-Tobin 


softening ten- 


scents a 
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Heel Effects Make Their 


A ppearance its 


“GESY 


Company has cut 
No. 911, the 
leur-de-Lys heel, to 
$19 a dozen, with a sug- 
gested retail price of $2.50. 
As the color situation is shaping 
up for spring, it seems certain that 
more of the darker tan tones will 
be sold than was the case a year 
ago. Along with them will go the 
new “natural” beige shades, which 
have heen sponsored by several of 
the 
the 


the leading mills as correct 


color to be worn with white, 
“natural” and beige shades in cos- 
tumes. The new color has a wide 
range of blending possibilities. 
Here is what Miss Merle Higley, 
stvlist for the Brown Durrell Com- 
pany, has to say of this new shade, 
which the company calls “Matin”: 
“Recommended for Southern 
morning wear, this natural color 
with a tan tone has neither a yellow, 
pink, rose or sunburn cast. ‘The 
new reds and yellows which, with 
white, are the three most fashionable 
colors for sport and semi-sport re- 
sort wear this season require very 
careful selection of the exactly right 
colors in accessories. 
“The white shoe 
natural lizard, beige or black—the 
shoe of natural colored linen, yellow 


linen or black and white—the straw 


with trim of 








78 
"“EVERWEAR— 











Link the Good Name 


of your shoes 
with Everwear’s reputation 


Shoe dealers have come to realize, as never before, 
the vast importance of protecting their shoe in- 
vestment with known, vouched for hose. Hardly 
a week goes by when some leading shoe man 
doesn’t turn forever from cut price sales with 
“distress” merchandise, and become converted to 
the value of a prestige Everwear has taken almost 
a quarter of a century to build. 


Again is proven the business protecting and building power 
of a hosiery line whose unchanging high quality can never 
be doubted. Sound, economic reasons back Everwear’s 
strength—reasons well worth your while to know. 


Why not write or wire today for the Everwear facts? 


THE EVERWEAR HOSIERY COMPANY 


Pioneer Makers of Quality Hosiery for Women, Men and Children 


Everwear Hose Milwaukee, Wisconsin 
Always Come in 
Black and White 
Checkered 
Bowes. 
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and beige shoe, suitable for sport 
and semi-sport wear—all need such 
a neutral tan stocking to harmonize 
successfully with such definite new 
costume colors. 


“Matin is also recommended for 


wear with the soft, new spring 
shades of tan and brown. It is 
equally smart with all the resort 


shades of blue and the black, natural 
lizard or beige shoe. It is one of 
the few correct choices for the frock 
of chartreuse or apple green and the 
black and white floral prints with 
sophisticated splashes mimosa 


It 


recommended for the evening gown 


of 
vellow or chartreuse green. is 
of light, bright red with slippers of 
gold or silver lizard or gold or silver 
brocade or honey beige and blond 
satin.” 

With the coming of spring there 
of interest 
The pointed and other 


has been a revival in 
fancy heels. 
odd shaped heel in black on gun- 
metal or dust appear to continue 


much in the running. Little con- 
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square top, named “Peerpoint” and 


offered by the Arcey Company. 
Another novelty that has just ap- 
“Dia- 


peared on the market is the 


mond Selvage,” introduced by the 
Krueger-Tobin Company, which 
sponsored the “Fleur-de-Lys’’ heel 


last year. The new number has a 
pointed heel and a series of dia- 
monds running up the back seam, 
clear to the top of the stocking. 
One unexpected late winter de- 
velopment that is mentioned here as 
a pointer for next winter is the wear- 
of 
for ankle protection:on the streets 
and for golf. In the Fast, 
New York, 


girls adopted 


ing short woolen “tennis” hose 
particu- 
the 


gay 


larly many of 


younger these 


short cuffed woolen silks 
of 
footwear protection against the cold 
On the 


worn mainly 


colored 


instead gaiters or other rubber 


weather. California links, 
the tennis socks, with 
lisle or light wool sports hose have 
assumed the proportions of a vogue. 


As things are shaping up now, 


sideration is being given colored there seems to be no question of 
heels. The first of the new season’s increased popularity next spring 
crop of fancy heels, which are of fine lisle sports hose for women, 
offered in self color, is the “Haf- and mesh hose, for both street 
Heel” by Kayser, which is the and formal wear. The latter have 
regulation point- been gaining 
ed heel with the ground consis- 
point eliminated tently and pro- 
and cut square 1! ducers and im- 
just -above the tar ‘ Ae /. j porters state 
shoe top. An- Pe PL oi /f they are far be- 
other is a semi- ee hind in deliveries 
pointed heel with i) Ait (| il at the present 
a little flare and { time. 
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| THE SPRING COLORS 


Beiges, Mainly of “Natural” Tones, 
Are Featured on Seasonal Card; 


. Several Shades 
; ending ae 
with costumes for New Season 


TENE 


Are 


and shoes and less contrast 
between hosiery and the other 
portions of the ensemble are 
indicated in the new spring hosiery 
colors selected by the trade with the 
cooperation of the Textile Color 


to Match 


Produced will find a big 
market during the 


summer for wear with 
white shoes. 

The new spring colors, few 
in number, are strongest in the 
beige family, indicating an expected 
continued popularity of beige hose, 
but of slightly different cast than 


MOM 


The new hosiery colors portrayed on the spring card are: 


White Jade: 
white jade. 
Honey Beige: 


Marron Glacé: 


Kasha-Beige: 
Misty-Morn 








Homamnesevensvirroeovuvavannsanvsnennnnonansnenadacvseaniavsnnninniiiny re casa ceabuane tas sanenneeenyeneeeennareneeeeeeete 


Card Association. The new spring 
hosiery colors, in several instances, 
are exact matches for the new shoe 
shades, white jade and honey beige 
appearing on both the hosiery and 
shoe color cards in exactly the same 
tonal value. 

A new neutral beige, midway be- 
tween a beige and a gray, is touted 
as a possible big seller and probably 


§ Hosiery and Shoe Store Accessories 


A dusty pastel—the color of Chinese Imperial 
A beige as golden as strained honey. 


A nude with a rose-blush tinge. 
A dull soft beige like birches in the sunlight. 
A beige—suggestive of the coppery skin of the 


An illusive shade, neither gray nor beige, but 
midway between, and of the “natural” genre. 
A shade that simulates antique metal with a 


Tansan: A light sandy tan. 
Rose Nude: 
Tawny: 
Pawnee: 

Pawnee Indian. 
Grége: 
Métallique: 

bronze tinge. 
Sandalwood: A light rosy brown. 


A medium brown with roseate cast—like the 
sugared chestnut. 

The color of natural Kasha. 

4 light mauvish taupe. 


have been in vogue for the past 
year. 

In explaining the new colors, 
Margaret Hayden Rorke, managing 
director of the Color Card Associa- 
tion, says: 

“The entire beige family in 
‘Natural’ beiges, slightly yellow- 
toned beiges and rosy-tinted beiges, 
will be featured by Fashion as the 


(Continued on page 87) 











Flewir a Lys 


HEEL 


Beautifies and Glorifies the 
Ankle of the American Girl 


URING the past six months, this great re- 
finement to a silk stocking has quietly and 
effectively won the distinction of adorning the 
ankles of our best dressed American women. The 
Fleur-de-Lys idea is soundly established as an ever- 
lasting improvement. It belongs to the Ages! 


Due to increased production on No. 911 necessary to take 
care of the heavy demand, it is now possible to announce 
to the trade that our price on 911 is $19.00 per dozen. We 
suggest to you a new retail price of $2.50 a pair. Colors— 


Black Pastel Gun Metal Beige 
White French Tan Poinciana Brown 
Gun Metal Parchment Beige Blonde 
Moonlight Des Gris Midnight Blue 
Flesh Mauve Gold 

Seine Turf Tan Beaver 


Color Card sent on request. 


We cordially invite you to inspect our Special Style Program 
of Jacquard Silk Hosiery. 


KRUEGER-TOBIN CO., Inc. 


15 East 30th Street, New York City 
STYLE ORIGINATORS AND SPORTS HOSE CREATORS 
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BEST SELLERS 


EREWITH are listed the lat- 
est best selling colors reported 
by various organizations. 


Dexdale Hosiery Mills 
Chiffon 


Rose Metal 
. Rose Taupe 
Dexdust 

. Blond 

. Gunmetal 


Service 
._ Rose Metal 
. Samoa 
3. Gun Metal 
. Rose Taupe 
. Charme 


L 
2 
3. 
4 
5 


Cooper, Wells & Company 
Sheer 
1. Light Gun 
Metal 
2. Gun Metal 
3. Evenglow 


Service 
. Light Gun 
Metal 
. Evenglow 
3. Gun Metal 


Artcraft Silk Hosiery Mills 


Sheer 


Brege 

. Gun Metal 
Dust 

. Beige Blonde 
Nocturne 


Service 
. Brege 
. Beige Blonde 
. Gun Metal 
. Tang 
. Vellum 


mk WDYOe 





| 3. Aloma a 


Gotham Silk Hosiery Co. 
Service Sheer 
1. Beige 1. Seasan 
2. Black 2. Dust 
3. Grain 3. Beige 
4. Seasan 4. Grain 
5. Pecan 5. Pecan 


The Allen-A Company 
Sheer 

Gun Metal 

Mauve Taupe 

Evenglow 


Service 
. Gun Metal 
. Mauve Taupe 


i 
2. 
3. Seasand 3. 


Arrowhead Hosiery Mills 
Sheer 


1. Gun Metal 
2. Dust 
Light Gun Metal 


Service 
. Gun Metal 
. Black 


CWORD 


ON THE WAY OUT 


(Continued from page 71) 


/ woman gets a pair of nice stock- 
| ings in her hands, she just can’t re- 
| sist buying them. In women’s hose 

| as well as men’s, we sell as many 
pairs as we do shoes, for the women 
are good repeat buyers. Only two 
| prices. are carried in the women’s 

) line, $1.50 and $2, and these only 
in the chiffon weights. 

“One little secret in selling the 
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men. Arrange your piles like the 
old farmers packed applies. Always 
put the punk numbers on the bot- 
tom and the good ones on the top 
if you want the slow movers moved 
out fast. Second, and most impor- 
tant. Never crowd a man, just 
show him the socks and he will leave 
much more money with you than 
if pushed. 





— 
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New Season Under Way 


ITH the making of new 
prices for spring, 1928, on 
women’s full fashioned silk num- 
bers by two of the leading pro- 
ducers, the new season is started, 
but will not reach its stride for some 
time to come. December saw but 
little forward buying, business being 
confined to fill in orders, mainly for 
the holiday trade. Reports indicate 
that the Christmas business in ho- 
siery was better than in the previous 
year, with a perceptible increase in 
the demand for better grade goods. 
Pressure for low priced full 
fashioned goods is less marked. In 
other words, there is a healthy move 
toward the buying of regular mer- 


chandise at regular prices. Where 
lower price, wholesale, have been 
named, it is suggested, in most cases, 
that retail prices be maintained at 
old levels, thus giving the retailer a 
better mark-up. 

Heavy woolen hosiery 
women and children suffered some 
by the late winter season, but the 
cold spell that came with the New 
Year has caused a_ considerable 
movement in winter goods and has 
moved some of the heavy stocks in 
wholesalers’ hands. 

The entire market now anticipates 
fairly active business for the next 
few months, with the price situation 
stabilized. 


for men, 





Boston 
Chicago 





MING JADE says— 
§ m Cal says: “I DO NOT 
CHOOSE TO RUN” — Neither does 
JADE HOSIERY 


Offices in 
New York 


Philadelphia 





Detroit 
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[HE Triple A Hosiery Com- 
pany, Inc., Sidney L. Mayer, 
president, about Feb. 1, will move 
from its present location, 892 Broad- 
way, New York, to new ape larger 
quarters in the Waldorf Building, 10 
West Thirty-third Street. The firm 
specializes in women’s full fashioned 
silk hosiery and in children’s hosiery. 
Prior to moving, discontinued num- 
bers and several special purchases 
are being offered to the trade at 
reduced prices. 

Propper Silk Hosiery Mills an- 
nounce the introduction of a line of 
pointed heel hose, made bythe firm 
under license granted to /the firm 
under patent No. 1,111,658. 


The Venus Silk Hosiery Com- 
pany, Inc., recently organized, has 
begun production of full fashioned 
hosiery in its new building at 7102 
Wissinoming Avenue, Philadelphia, 
Pa. Herman Klem heads the new 
firm as president. 


The firm of Thomas E. Brown 
and Sons, Second and Westmore- 
land Street, Philadelphia, has been 
reorganized. The new firm name is 
“The Windsor Mills, Inc.,”’ with the 
following officers; Thomas H. 
Brown, president; E. M. Stephens, 
vice-president; Richard M. Ehret, 
treasurer, D. Z. Kriebel secretary. 

An elaborate expansion program 
has been instituted to considerably 
increase the output of full-fashioned 
silk hosiery in sheer weights. Fine 
gage machines are now in operation 
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and additional ones are being in- 
stalled. Production will be main- 
tained on the service weights as well 
as the specialty of Sheer Silk and 
Wools which have proved very 
popular. The trade name of Wind- 
sor will be applied to all products 
manufactured at this plant, it is 
announced. 

Fedden Brothers Company, Inc., 
of Shillington, Pa., with sales offices 
at 392 Fifth Avenue, New York, 
N. Y., are now installing additional 
full fashioned machines to handle 
the increased demand for their ho- 
siery. These machines are the very 
latest type, equipped with French 





CANNOT TARNISH 


“THERESA ROSE” 


This high grade exquisite buckle 
in platinoid finish is only one of 
many: designs in this material. 
We work with you and carry out 
your ideas. 


L. ALTERSON & CO. 


Creators of Shoe Ornaments and 
Buckles 


54 W. 21st St., New York, N. Y. 














Announcing 
3 “As You Like It’ 
Full Fashioned 
Pointed Heels 


(Manufactured under Patent No. 1,111,658) 


Se Serres, 


Medium sheer weight, 4 inch 
lisle welt, 42-gauge with pointed 
heel. 


Pe SN 44 406e0s ese 


Service weight, 4-inch _lisle 
welt, 42-gauge with pointed heel. 


Ps BO sc ccdscces co seeee 


Chiffon, silk to the top, 42- 
gauge, with pointed heel. 


Available colors: 


Black 
Cobweb 
Creole 
French Nude 
Grain 


Gunmetal 
Morn 
Neutral 
New Beige 
Seasand 


J. R. BEATON CO., Ine. 
468 Fourth Ave., New York 
CHICAGO BOSTON 
227 W. Jackson Blvd. 99 Chauncy Street 
ATLANTA SEATTLE 
246 Peachtree Arcade Terminal Sales Bldg. 


AN FRANCISCO 
133 Kearny Street 
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Picot Edge attachments as well as 
automatic course counting and 
length regulating attachments. This 
firm, which succeeded the old firm 
of O’Callaghan & Fedden, Inc. 
has standardized on practically two 
numbers since the erection of its 
new mill a year ago and due to the 
demand for its product will solicit 
no new accounts until its present 
production is increased. 


Mario Florentin, French hosiery 
manufacturer, with factories at 
Ganges, France, has opened Amefi- 
can wholesale salesrooms at 353 
Fifth Avenue, New York. } /\’ine 
French hosiery, in gauges ranging 
from 44 to 100, is produced by this 
concern. 


General sales and advertising of- 
fices of the Holeproof Hosiery Co, 
will be moved from Milwaukee t 
New York, in the on oor it is 
announced. The  comipany has 
leased the entire fifth floor at 1107 
Broadway, New York, for this pur- 
pose. 


Stelde Co. oi 
America has been transferred to th 
recently organized Stelos Co., Inc 
and headquarters are being removei 


Interests of the 


from Cleveland to Washington 
D. C. Frank A. Losh remains a: 
president of the new company 


Settlement of the suit of the 
Gotham Silk Hosiery Co. agains 
the Combine Hosiery Corporatio: 
for alleged infringement of the 
“Onyx” pointed heel patent ha 
been effected with the granting oi 
a license to the Combines gertipany 
to manufacture pointed heel hosiery 


1Q9% 
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Ralph E. Smith of Cleveland, 
Ohio, has been made a vice-president 
of the Finery Silk Stocking /Cy- 
New York, and will 


The Spring Colors 


(Continued from page 81) 


outstanding color note. Emphasis is | 
placed on the ‘Natural’ as the new- | 


est type, hence the shades covering 


these beige classifications are of ut- 


most importance to the hosiery and 
shoe industries. 

“The association further stresses 
the ensemble theme by offering new 
hosiery shades of beige which match 
or blend correctly with the newest 
and smartest garment and 
colors. 
blend with or match the brown shoe. 
Likewise a spring version of Bronze 
Nude is offered as a charming con- 
trasting color for the black shoe, as 
well as a blending shade for the 
marron and bronze-brown shoe. 

“White Jade—the palest of natural 
beiges—will match the White Jade 
shoe, or contrast smartly with the 
white or light gray shoe. Kasha- 
Beige—a deeper tone of ‘Natural’ 
beige, will blend with any of the 
similar shades promoted by the gar- 
ment and millinery industries. 

“The correct beige and 
shades are presented for harmonious 
contrast with the new Lake-Blues of 


continu€ to | 
make his headquarters in Cleveland. | 


shoe | 
Also new light browns to | 





nude | 


greenish cast, and the violet-tinted | 


blues from the light shades, known 


as Lucerne, and Bleu de Lyon, to | 


the dark tones called Independence 
Blue—also featured by the millinery 
and garment industries. The dark 
blue shoe 
vogue. It, too, will find its correct 
hosiery complement among the nude 
and beige shades.” 
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will continue to be in | 


DE LITE HEEL 
with a 
WOVEN CLOCK 
No. 1501 


Self Color De Lite Heel and 


Woven Clock in five new colors. 


$21.00 


No. 851 without clock 
No. 1590 BLACK HEEL 


$15.50 
19.50 


IMMEDIATE DELIVERIES 


ROSENHAIN 


COMPANY, INC. 
220 Fifth Ave., New York 





(Posaine Hosiery 








In ‘Paris or anywhere 


olyoke Silk 


is Correct to wear New York Offic 
358 Fifth Avenue 


Sold wherever 
fashionable hosiery 


is found 
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